Joint Casualty-Surety Convention 





THE EASTERN UNDER WEI 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF 


Fifty-second Year, No. 39 


| Home Reports Record 
' Volume Of Premiums 
In First Half Year 


Net Premiums of $93,056,005 Are 
Highest for Any Six Months in 
History of Company 


15% OVER 1950 SIX MONTHS 


President Smith Says Windstorm 
Losses Cut Profits; Admitted 
Assets Are $357,312,958 


Business of the Home Insurance Com- 
pany during the first half of 1951 in- 
creased substantially over the corre- 
sponding period of last year, according 
to the company’s interim report to 
stockholders for the six months ended 
June 30, 1951. Net premiums written 
during the half year were the largest 
for any first six months in the history 
of the company, amounting to $93,056,- 
005, an increase of 15% over the com- 
parable 1950 period, Harold V. Smith, 
president, stated in the report. 


Windstorm Cuts Net Income 


Pointing out that net results of prac- 
tically all property insurance companies 
for the 1951 half year were affected by 
a carry-over of claims from the un- 
precedentedly severe and _ widespread 
windstorm of last November 25, the 
report showed that the Home earned 
a net income of $6,790,013, after all 
charges, in the first half of 1951 com- 
pared with $9,794,335 in the 1950 half 
year. The windstorm, the report noted, 
developed 146,677 claims to the company 
involving $14,456,333 in losses. 

Net profit from sale or redemption 
of securities during the 1951 half year 
was $6,065,583 compared with $364,717 in 
the 1950 period, while net income from 
dividends, interest and rents was $5,086,- 
163 compared with $4,698,923. Due sub- 
stantially to the additional claims paid 
this year for damage to properties in 
the November windstorm, underwriting 
operations during the first six months 
of 1951 resulted in a loss of $4,359,090 
compared with a profit of $8,676,316 in 
the 1950 half year. 

} The Home’s ratio of losses during the 
first six months of 1951 “was in line 
with the experiences of other leading 
property insurance companies,” Mr. 

mith said. “In the first half of the 
year the Home’s ratio of losses incurred 
to premiums earned was 60.3%.” 

Total admitted assets of the company 
on June 30, 1951, were $357,312,958, ac- 
cording to the balance sheet contained 
in the report. Surplus as regards stock- 
holders amounted to $141,125,378. Other 


- Principal Wey in the balance sheet were 


cash, $30,427,259; U. S. Government 
bonds, $108,056,229; and other stocks 
and bonds, $169, 404, 569. 
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This Was the Year America Celebrated 
the First Coast-to-Coast Telephone Service 


Alexander Graham Bell's voice was carried over 3,000 miles when he 
inaugurated the New York to San Francisco telephone service. 

Progress was made in another field in 1915 when the Safeguard Insurance 
Company of New York and the London & Lancashire Indemnity Company 
of America began servicing policyholders as members of the ‘"L & L Group”. 





London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) e LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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The One Essential 


A new postoffice was built in one of the largest cities of the 
United States. The structure was large and commodious in a beau- 
tiful modern design with- a roomy corridor for the public, plenty 
of well-organized workspace, scientific lighting and devices for 
speeding the mail out of the building into waiting trucks and 
trains. There was even landing space on the roof for a helicopter 
shuttling to an airfield. Other cities envied the last word in 
postoffices. 





The story goes that on the day the building was formally 
opened a curious discovery was made. The designer had omitted 
one convenience for the public. There was no mail box, no place 
where people could insert their mail in a slot so that the letters 
could start on their journeys. 


An underwriter working out an elaborate program, analyzing 
the applicant’s insurance holdings and preparing a definite insur- 
ance plan, wants to be sure that the applicant is provided with the 
one essential. His mortgage may be taken care of, his partnership 
protected, his children guaranteed education, but the one thing 
needed above all else is what was originally intended by life 
insurance—money for the family to go on with upon the death of 
the wage-earner. 











THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


National Advertising 
Program Of Institute 
Will Start Oct. 15 


Importance of Policyholders’ Thrift 
to National Economy Theme 
of Campaign 


50 MILLION CIRCULATION 


President Johnson ’ Tells Scope of 
Advertising ; 465 Newspapers, 
Farm Papers Also 


A new national advertising program 
will be launched by the Institute of Life 
October 15, to 
the 


services of the 


beginning 
the 
and economic 


Insurance, 
the 
life 


carry to nation story of 
social 
insurance business and its a 


“This will be 


contributions made 


gents. 

a campaign to show the 
the 
and economic well- 
being through life insurance,” Holgar J. 
said in an- 


by policyholder 


to America’s social 


Institute president, 
the campaign this week. 
the 83 
million policyholders provide for them- 
selves, they 
also making America a better place to 
Their healthy 
the nation’s 
the dangers 


Johnson, 
nouncing new 


3esides protection America’s 


are, through life insurance, 
work in and to live in. 
habit of thrift 
strongest bulwarks against 
of inflation. 


is one of 


Points Up Need for Saving 


“The new campaign marks a departure 
anti-inflation treat- 
Institute’s 
advertising of the past two years. While 
as to the 


from the previous 


ment which has featured the 


there is full agreement con- 


tinuing seriousness of underlying infla- 
tionary factors, the current temporary 
a different 


pointing up the need for sav- 


easing of pressures calls for 
emphasis, 
ing.” 

The the 
will appear in 1,000-line size in 465 news- 
papers and in full page size in the major 
farm publications. An 
tion of over 50,000,000 will be reached. 

The campaign will be in the informa- 
tive question-and-answer form, with 
short text designed to present a quick, 
simple answer to the one specific ques- 
tion raised in each message. 


messages of new campaign 


aggregate circula- 


Question and Answer Form 


Such questions will be answered as: 

“What is America’s most widely used 
form of thrift?” 

“Why are the services of your life 
insurance agent so important? 

“What dollars go back to Main Street 
twice ?” 

“Who have the largest stake in life 
insurance ? 

“How has life insurance helped give 
Americans a broader concept of family 
responsibility ?” 


Mr. Johnson said that the new camm- 


(Continued on Page 4) 
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One Way 
To Bigger Sales 


OcciDENTAL SALES per policy are 
higher again this year. Up nearly $1,000 
over 1950, they’re now averaging $8,468 
per case. 


The reason, we think, is obvious. It’s Occi- 
dental’s plan of one-policy programming. 


Bigger sales are easier to build when the 
buyer can have such popular features as 
Family Income, Income Protection, Mort- 
gage Protection, and $10 a month Income 
Disability all written in one policy contract 
with his basic protection. 


We'll write Accident and Sickness, too, 
under the same premium billing. 


x 
cszemal Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 
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Continental American Life Meeting at Atlantic City 


Benner Sees Bright Outlook 


Continental American President Doesn’t Look for Depression 
Pp 


After Korean War Ends 


Club convention 
Life held at 


At the President’s 
of Continental American 
Claridge Hotel, Atlantic City, this 
month, President Claude L. Benner said 
he was optimistic about the volume of 
retail and wholesale trade and general 
business conditions for the rest of the 
year. He thought that retailers, par- 
ticularly in soft goods lines, can look 
for a definite upturn in trade beginning 
immediately. In his opinion the over- 
sold markets caused by the start of the 
Korean conflict and then again by Chi- 
nese entry into that war now appear 
to be nearly adjusted. Therefore, the 
time he thought is nearing when con- 
demand and retail sales will be- 


sumer 
gin to rise again. 
Reason for Optimism 
Some reasons for his optimism are 
these: Employment is rising every week. 
More women dand_ both older and 


younger people are going to work some- 
what as they did in World War II. 
With larger employment, higher wages 
and overtime, the wage and salary in- 
come, after taxes, now is several billion 
dollars larger than a year ago. It will 
be higher next year. Farmers are having 
an increase in cash income. 

“Rising sales can be expected through 
1952,” he said. “Total sales for last half 
of this year will be somewhat smaller 
than for last half of 1950. 

Dr. Benner thought life insurance 
salesmen have failed to comprehend the 
extent to which this country has grown 
during past 20 years. The dollar value 
of all goods and services produced last 
year was in excess of $282 billion. In 
1929 boom year this figure was less than 
$104 billion. 

“National income last year was $239 
billion, nearly three times what it was 
in the boom year of 1929. True, taxes 
have risen during these two decades and 
for the country as a whole they take 
about 10% of all personal incomes. The 
figure for 1929 was about 3%. 





CLAUDE BENNER 


“Perhaps the most phenomenal trend 
which has taken place during the past 
decade has been the increase in popu- 
lation. It is now 153,500,000 and is ex- 
pected to rise to 165,700,000 by 1955. 
From 42.8 million in 1950, the number 
of U. S. families is expected to rise 
to 48 million by 1955, and to 54 million 
by 1960. 

“These rapid rates of growth in popu- 
lation and family formation promise a 
high demand for consumer goods, for 
services and for homes. Productivity per 
worker is the important thing in meas- 
uring output and this will continue to 
increase. In the past, over a long period, 


(Continued on Page 4) 


Bell On Continental-American Results 


Insurance in Force Will Exceed $250 
Million by End of This Year; 
Assets $65 Million 


Max S. 


tal American Life, in charge of its agen- 


Bell, vice president, Continen- 


cies, was chairman of the meetings at 
that company’s field convention in Atlan- 


tic City this month. 


During the course of his talk Mr. Bell 
gave some estimates of what Continen- 
tal-American results will be at the end 
insurance 


of this year. The company’s 


in force, he said, would be in excess of 
$250,000,000. Assets, he 
teach more than $65,000,000. The com- 


pany, 


said, would 


which has always had a large 


average size policy, is now writing 


average-sized policies of approximately 


$9,000. 





MAX S. BELL 





T. W. Reed Demonstrates 
What Cultivation Does 


CLEVER CORN COB EXAMPLE 


H. O. Underwriting Officials Responsi- 
bility to Field Force Shown; Why 
Insurance Must Constantly be Sold 


At the Continental American field con- 
vention in Atlantic City Thomas W. 
Reed, underwriting secretary, came 
through with a novel idea demonstrating 
the value of proper cultivation in the 


field of prospecting. He held up two 
corn nubbins which had been taken 
from a farm. His comments with the 


lesson proved follow: 

“This farmer was operating a tractor 
and doing a good job for the most part, 
but each time when he would come to 
the end of the field he turned the 
tractor before reaching the extreme end. 
Whenever the tractor was beine driven 
properly the crop of corn turned out to 
be good, each ear being of the size of 
the larger nubbin I am holding. When 
he made too quick a turn, thus neglect- 
ing the edge of the field the result was 
nubbins like this short one I am holding 
in the other hand. 

“The moral is that cultivation should 
be a complete and thorough job whether 





THOMAS W. REED 


it be in life insurance prospecting and 
selling or in the home office handling 
of risks and salesmen.” 


Home Office Viewpoint 


Discussing the position at the home 
office relative to the selection of risks 
Mr. Reed said that a great many factors 
are involved, including real understand- 
ing of human beings and their motiva- 
tions. 

“When we fail we must realize why 
this has happened,” he said, “and the 
best way to be successful is to avoid 
the processes which we have found to 
be failures. Thus, we can concentrate on 
processes which are successful ones 

“The agent who represents a fine in- 
surance company which has a splendid 
line of policies that can meet every re- 
quirement of the insured cannot con- 
tinue in the field unless he learns what 
his failure processes in selling are, and 
can overcome them. And the same ap- 
plies to the home office representatives. 
They must not only process and as- 
semble the contracts that the public 
wants but must have an organization of 
field men competent and anxious to sell 
them. No store has a more impressive 
stock of jewels than has Tiffany’s, but 
how long would Tiffany’s be in business 
if it did not move its stock into the 
homes of customers. Several years ago a 
firm of Fifth Avenue jewelers failed. Its 


Amerman Tells of 
Family Income Policy 


A TRIBUTE TO PHILIP BURNET 
Continental-American’s Late President 
Saw Saleability of Contract; Other 
Company Forms Discussed 
During his talk before Continental 
American Life convention this month 
Guy H. Amerman, actuary, discussed de- 
velopment of Family Income, Juvenile 
and other coverages of the company. 
He listed some of the developments as 

these: 

Change of Plan provision ; 
_ and conversion of Term addition; 
Family Income, Family Income riders 
Special Class in- 


Term addi- 


and mortgage riders; 





GUY H. AMERMAN 


rating; 


range of 


mortality 
whole 


surance up to 500% 
Preferred class on a 
plans. 

Family Income Policies 

As to Family Income, a policy which 
was created by the late Philip Burnet 
when he was president of the company, 
Mr. Amerman said: 

“Take the development of Family In- 
come 20 years ago. As you know, this 
is a simple combination of regular in- 
surance with decreasing term insurance. 
Decreasing insurance was not a new 
idea two decades ago. It had been used 
in many forms, as, for example, survivor- 
ship annuities and continuous installment 
benefits. But the Continental American 
actuaries of that day, one of whom is 
Max Bell, now your agency vice presi- 
dent, was the first to put decreasing 
term. insurance into an attractive sale- 
able package known as Family Income. 
Its saleability was one of the principal 
thoughts of Philip Burnet. 

“Later, came the Family Income Rider, 
originally participating with extra divi- 
dends and with premiums payable for 16 
years on the 20 year plan. In the busi- 
ness a couple of years ago there was a 
swing to cheaper plans. We revamped 
the contract, making the premium run 
for 20 years without extra dividends in 
order to make the initial cost an abso- 
lute minimum. At the same time, we 

(Continued on Page 4) 





reputation was high, its inventory great, 
but it had to discontinue business be- 
cause it did not make enough sales and 
hence its shelves continued to be over- 
loaded. That will be the situation with 
any insurance company which does not 
sell enough of its product.” 
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Mayer on Responsibility 
Of Field and Home Office 


HIS ATLANTIC CITY ADDRESS 
Explains Responsibility of Claims De- 
partment in Furthering Public Rela- 
tions Aspect of Business 
Harry Mayer, Jr., assistant secretary, 
Continental Americ an, in charge of 
claims and settlement options, discussed 
those subjects at Atlantic City conven- 
tion of Continental American field con- 
vention this month. He explained the re- 
lationships between the home office and 
the field, with particular reference to 
home office responsibilities to the field 
and the aims and objectives of the com- 





HARRY MAYER, JR. 


pany men in doing what they can to- 
wards making the rel: tionship an under- 
standing and sympathetic one. 

“Certainly,” he said, “it requires but 
a moment’s consideration to see with 
the utmost clarity that the company’s 
financial BE ct al its opportunities to 
assume greater responsibilities, all hinge 
upon the success or failure of the field 
force’s sales efforts and techniques. 

Stimulus From Field Men 

“We all have the desire to take our- 
selves seriously and to be respected in 
our lines of endeavor by our fellowmen. 
Here, equally as much as in the ma- 
terial aspects, it is you, the field men, 
who supply the ingredient by which that 
desire is fulfilled. As life insurance field 
representatives you have answered such 
a high calling and are doing such vitally 
important work that our own careers of 
service to you and to your clients are 
given real meaning and purpose. Were 
it not so, the seemingly uninteresting 
questions which arise at home office in 
consideration of our duties, those appar- 
ently inconsequential technicalities, and 
those seemingly lifeless terms would in- 
deed become uninteresting, inconsequen- 
tial and lifeless. It is your work which 
imparts significance to our efforts. It 
is you who make possible for us to 
seek and to find not only material suc- 
cess but the self-respect and the satisfac- 
tion which come to all who work in a 
common cause. 

Closely Interlocking Society 

“We members of the secretary’s de- 
partment are something in the nature of 
paymasters. The results of our efforts 
determine the who, how and when of 
the disbursements for which the vast 
majority of life insurance is purchased 
and maintained. In such a setting it is 
impossible, despite the manifold details 
and formalities involved in our daily 
tasks, to forget for long the tremendous 








Amerman Talk 


(Continued from Page 3 
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introduced Double Family Income, and, 
shortly after, the Mortgage riders.” 
Juvenile Insurance 

In discussing Juvenile insurance Mr. 
Amerman said that after the company 
had the Graded Death Benefit at Age 
5 type of insurance for several years 
it gave the Full Benefit at Age 1 plan 
in all states the Estate Builder Plan, 
which latter had two unique features. 
One was a plan with automatic increase 
at age 21 to $5,000 Preferred. Thus, a 
father not only creates an insurance 
estate for his son, but he has other 
valuable guarantees. Second, he said, 
“we provided the Change of Plan, unique 
in Estate Builder policies. Under it the 
son, when he marries may further re- 
duce his premium and perhaps purchase 
additional insurance in line with his 
increased responsibilities.” 


Benner on Outlook 


(Continued from Page 3) 


man-hour output has increased at an 
annual rate of 2% to 2.5%. In the 1950's, 
the increase is expected to average 2.5% 
and it may be at a faster rate.” 


Sees No Depression If Korean War 
Should End 

The termination of war in Korea will 
not set off a major depression, President 
Benner continued. His summing up: 
Population will grow at a faster rate 
than at any time since the 1909-18 dec- 
ade. As the population grows, new mar- 
kets will be created for goods and serv- 
ices. Production will keep expanding. 
Employment will rise. Prices, declining 
now, will be firm before long, probably 
will hold fairly stable over the next few 
years. During the last 81 years national 
production and business activity have 
grown at an annual rate of about 3.5%. 
Assuming reasonably favorable Govern- 
ment policies on taxes and other mat- 
ters directly affecting business this same 
rate of expansion should be maintained 
in the years ahead. 


° ; 
Pacific Mutual Seminar 
Audio-visual presentation is being 
utilized by Pacific Mutual Life at a 
three-weeks training seminar for general 
agents and agency supervisors now in 
session at Pasadena, Cal. Two phases 
of Pacific Mutual’s “New and Unusual 
Savings Plan” selling technique are 
demonstrated on sound-slide films, and 
it is planned to extend the use of 
the medium to cover the entire sale. 
The seminar embraces a_ complete 
demonstration of the induction and 
recruit-training process which Pacific 
Mutual has perfected over a period of 
years. Following each step in the demon- 
stration there is a clinical presentation 
and discussion of techniques. 


HEAR WILLIAM LYNCH 

William Lynch, second vice president 
of The Prudential, addressed a gather- 
ing of over 175 members of the Life Un- 
derwriters Association in Syracuse, 

Y., recently. Mr. Lynch spoke on 
“The Future Belongs To Those Who 
Prepare For It.” He stressed the need 
of close cooperation between the insur- 
ance agent and his customer. 

John W. Brooks, president of the As- 
sociation, was chairman of the meeting. 
He is an agent of the Northwestern Mu- 
tual. 





social and economic effect of life insur- 
ance on the lives of millions, and, hence, 
in the closely interlocking society of 
today on our own lives and on those of 
our families, friends and associates. We 
know from our experience that at every 
level from the international to the fam- 
ily pocketbook that the life industry is 
vital to our welfare, and we work toward 
the goal of having the company make 
an ever-increasing contribution to this 
welfare. 


State Mutual’s Group Conference at Home Office 





Standing, top row left to right—A. Frederick McLaughlin, Detroit; Linco'n B. 
Keith, Atlanta; Fred W. Banfield, Philadelphia; Furman B. Phelps, Rochester; H. 
Drew Snyder, Pittsburgh; Robert A. Breidenbach, Minneapolis; Donald C. Day, 
Atlanta; Jason E. Stoughton, New York; Robert L. Durst, Houston; Richard L. 
Deane, Houston; Allin 8. Turner, Cleveland. 
Standing, second row left to right—William R. Reitzell, Assistant Superintendent 
of Sales; Joseph L. McKernan, Jr., Chicago; Dwight H. Adams, Cleveland; William 
W. Mauke, New York; Robert E. Leary, New York; Kenneth J. Hallinan, New 
York; Arthur A. Dunn, Boston; John J. Quinn, Boston; Wesley A. Watling, Bos- 
ton; William B. Davidson, New York; Joseph J. Ryan, St. Louis. 
Seated, first row left to right—John W. Laffey, Chicago; Allen S. Ozburn, Kansas 
City; Bruce B. Crawford, Philadelphia; Rick O’Shea, Baltimore; Alan R. Willson, 
Secretary, Group Division; William H. Collings, Atlanta; John A. Patton, Los 
Angeles; Carl A. Whitman, Superintendent of Sales. 


Field personnel from sixteen State 
Mutual Group offices from coast to coast 
attended the week-long Brass Tacks 
Conference recently held at the com- 
pany’s home office in Worcester, Mass. 

Feature speaker was Eugene M. Thore 
of Washington, D. C., general counsel 
of the Life Insurance Association of 
America. Mr. Thore spoke about wage 
stabilization problems and the relation- 
ship between Group insurance and gov- 
ernment competition. He also commented 
on the War Damage Corporation pro- 
gram, and things which the life insur- 
ance business is doing to combat infla- 
tion. 

The balance of the program consisted 





Pacific Mutual Life Plans 
For 1953 Agents Convention 


Plans for a national convention of field 
agents have been announced by Pa- 
cific Mutual Life. Scheduled for March, 
1953, the three-day meeting will be held 
at Coronado. Agents will have fifteen 
months in which to qualify, and a graded 
scale of production requirements will 
enable representativ es to qualify also for 
their wives’ attendance at the conven- 
tion. New men entering the Pacific 
Mutual field during the qualifying pe- 
riod will be able to attend by meeting 
pro rata production quotas. 

The national convention will be held 
in addition to the Top-Stars’ conference 
for outstanding Pacific Mutual field 
leaders, which was recently announced 
and will take place at Lake Tahoe in 
August, 1952. 


B. J. SEIDENBERG NAMED 

Benjamin J. Seidenberg has been ap- 
pointed brokerage manager of the Ar- 
thur Milton Agency for the Postal Life 
of New York. Mr. Seidenberg goes to 
the Postal Life with 18 years experi- 
ence in the life insurance field, during 
which time he has been a million dollar 
producer, qualified for the National 
Quality Award five times and was one 
Egg top producers for the Berkshire 
ife. 





mainly of a series of thirteen round table 
discussions conducted by field men on 
subjects allied with the production and 
distribution of mass coverage. At the 
opening session, H. Ladd Plumley, vice 
president, welcomed the group to the 
home office and reviewed the achieve- 
ments of the year; Alan R. Willson, 
secretary—Group Division, introduced 
the field sales representatives to the en- 
tire Home Office Group Division. 

Home office personnel who appeared 
on the program of panel summaries 
were: Carl A. Whitman, David B. 
Hamilton, Norman Norton, William R. 
Reitzell, Harold V. Lyons, John D. Rom- 
mel, Jr., James J. Kane, Jr., Melvin W. 
Schuh, Melvin E. Willson, Jr., Abbott P. 
Allen, Everett F. Greenleaf and William 
A. Henning, Jr. 


Oregon Ordinary tslien 

Rin. made the best record in Ordi- 
nary life insurance sales in August, with 
New Hampshire second and Michigan 
third, it is reported by the Life Insur- 
ance Agency Management Association, 
which has analyzed August sales by 
states and leading cities. Countrywide, 
Ordinary business decreased 18% in 
August compared with August, 1950, 
while Oregon sales gained 1%, New 
Hampshire reported sales unchanged and 
Michigan showed a decline of 5%. 

For the first eight months, with na- 
tional Ordinary sales up 3% over a year 
ago, New Hampshire led with an in- 
crease of 17% with New Jersey in second 
place, up 11% over the corresponding 
period of last year. 

Among the large cities, Cleveland 
showed the smallest rate of decrease for 
August, with a loss of 2%. Detroit was 
second with a loss of 7%. Cleveland led 
for the eight months with a gain of 


16%. 


Institute Advertising 


(Continued from Page 1) 


paign is about life insurance, its part 
in building America, its services to pol- 
icyholders, its social impact on the 
nation, its agency forces and the bulwark 
against inflation provided by the thrift 
of policyholders, 
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Broaden Insurance 
Scope, Urge Newsmen 


TALK AT LUNCH OF U. S. LIFE 





Say Protection Is Not Oversold; A. & 
H. Entrance by Life Companies 
Beneficial to Public 





At a luncheon to members of the press 
given by the United States Life, which 
commenced business in 1850, and at 
which the expansion of the company was 
discussed the event took a novel turn 
when the officers of the company invited 
the reporters and editors to offer their 
opinions as to what direction the ex- 
pansion of life insurance companies 
should go under 1951 conditions. Officers 
present were Richard Rhodebeck, presi- 
dent; E. J. Moorhead, executive vice 
president; and George M. Seltzer, vice 
president and secretary. — 

Starting off the discussion, one of the 
reporters asked if the executives did not 
think that life insurance was being over- 
sold; if too much pressure were not be- 
ing exerted. Answer to this one: “Some 
of those living might think there was 
too much pressure used in presuading 
them to buy insurance, but that certainly 
would not be the viewpoint of the bene- 
ficiaries of an insured who died.” 


Group and Mass Insurance 


The bulk of the queries had to do with 
possibilities of widening the scope of life 
insurance. In case of Group insurance 
some of the newsmen felt special atten- 
tion should be given to those who have 
reached age 65 and that when they con- 
vert their insurance it should be by a 
less expensive operation. In case of 
mass insurance, opinions were offered 
that when the association is too small 
or the number in a Group decidedly lim- 
ited, that type of mass insurance became 
so general that a situation is presented 
which will make it more difficult for 
the average agent to sell as he will find 
that these many associations and limited 
groups will curtail his field of opera- 
tion considerably. 

Another matter which came up was 
the cooperation of insurance companies 
with savings banks or others in thrift 
plans with an insurance tie-up. These 
plans have not interested agents very 
much and many of them have been aban- 
doned, some companies feeling that the 
effort to put the business on the com- 
pany’s book was not worthwhile. 

One interesting viewpoint made rela- 
tive to the number of companies now 
entering the individual accident and 
health field, a movement which all pres- 
ent thought was of great benefit to the 
public, was that such coverage is cut- 
ting down the number of policies sold 
through the mails by so-called compa- 
nies not authorized to do business by 
State Insurance Departments. 

Move for Automatic Air Travel Cover 

At one period of the discussion acci- 
dent tickets bought at airports came up 
for review. Mention was made of the 
fact that some companies are now work- 
ing out arrangements with airline com- 
panies whereby the trip holders when 
they buy regular air flight tickets will 
also be automatically covered by insur- 
ance. 

General opinion of those at the lunch- 
eon was that the public everywhere is 
becoming more insurance conscious. 
Opinion was general that agents want 
to sell as wide a variety of coverage as 
possible and that companies should be 
alert in providing this coverage. 

Aim of Starr and Associates 

Mr. Moorhead began the speaking at 
the luncheon by reviewing operations of 
United States Life at different stages of 
Its career. When he first met Cornelius 

. Starr who with associates now have 
4 majority control of the United States 
Life he asked him what were the aims 
and ambitions of the new majority stock 
ownership. Mr. Starr’s reply: “Our am- 
ition and goal for the United States 
Life are to see in it a company doing a 
job of life insurance of which we can 
be proud,” 


McNutt Tells Growth of 
U. S. Insurance Abroad 


ADDS TO AMERICAN PRESTIGE 
General Counsel, U. S. Life, Advises 
Insurance Careerists of Importance 
of American Insurance Abroad 





Addressing Pacific chapter of Society 
of Chartered. Property and Casualty 
Underwriters in Los Angeles September 
27 Paul V. McNutt discussed growing 


American insurance activities abroad. 
He is general counsel U. S. Life; chair- 
man and general counsel, Philippine 


American Life, and director of Ameri- 
can International Assurance Co. Ltd., 
Hong Kong. 

After calling attention to the great 
potential importance of foreign opera- 
tions of American insurance he said 
they are on threshold of unprecedented 
development. 

“As American business expands, Amer- 
ican insurance stands ready to blaze 


the trail and expand with it,” he said. 
“American business needs American in- 


U. S. Life Names Hardcastle 


United States Life has appointed Den- 
nis Hardcastle, formerly supervisor in 
the A. & H. department, to be field 
assistant in the agency department. He 
will work in the field on agency develop- 
ment, sales promotion and training for 
both the life and accident business. Mr. 
Hardcastle, who joined U. S. Life in 
1948, recently has been developing stu- 
dents’ medical expense business. 





surance in foreign countries because 
American dollar investments must have 
dollar insurance in order to be properly 
safeguarded. American business needs 
insurance in sound companies, with poli- 
cies, written in the English language, 
which are readily understandable by 
American buyers and are interpreted by 
American courts. American business 
needs the advice and counsel of an 
American broker or agent, even on for- 
eign insurance.” He advised Americans 
whose careers are devoted to insurance 
to be alert to the inevitable movement 
of American enterprise abroad. “It will 
increase your harvest,” he said. 

Mr. McNutt said all should appreciate 
the fine work being done by American 
insurance representatives abroad as un- 
official ambassadors of this country. 


Departmental Supervision 


Praised by Robert L. Hogg 

State Insurance Commissioners, insur- 
ance companies and their field forces 
are all part and parcel of the great 
American insurance system, and failure 
of any one is the failure of the system. 

In making this comment before the 
Zone 2 meeting of the NAIC at Charles- 
ton, W. Va., Mr. Hogg followed with a 
special tribute to state insurance super- 
vision. Its performance, he said, has been 
fine. “While we know that there is no 
exact measure for perfection of perform- 
ance there are two things which demon- 
strate its success,” he commented. “First, 
there is the almost total lack of litiga- 
tion involving Departmental action, and 
particularly in the life field, a negligible 
amount of litigation between insurers 
and policyholders. Second, business has 
grown tremendously under state super- 
vision.” 


HEAR WADE O. MARTIN, JR. 
Wade O. Martin, Jr., Secretary of 
State and Insurance Commissioner of 


Louisiana, addressed the recent lunch- 
eon meeting of the New Orleans Life 
Agency Cashiers Association. 





retirement income. 


Home Office: 
Newark, N. J. 








Prudential Security Plans Sell Because They Serve 





The William Rayners have every reason to enjoy life. Thanks to Prudential's Dollar Guide 
their future is secure. The Dollar Guide showed them — as no other service can — just 
how far their life insurance and other resources would go. Now Bill Rayner has a plan that 
provides an income for his family, a home free of debt, an education for his children, and a 


Said Bill, ''| didn't even want to discuss life insurance until | saw the Dollar Guide. It cer- 
tainly made me conscious of what life insurance can do." 


Raymond Hartle, The Prudential man who sold this plan, says, "The premium on this case 
ran to nearly $900, but with the Dollar Guide you'd almost call it easy selling." 


The above facts are based on an actual case 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Western Home Office: 
Los Angeles, Calif. 





Canadian Head Office: 
Toronto, Ont. 
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Bridgeport General Agent 
For Connecticut Mutual 





HARRY E. DUFFY 


Harry E. Duffy has been appointed 
general agent for Connecticut Mutual 
Life at Bridgeport, Conn., effective 
October 16. He succeeds Malcolm Mac- 
Callum who has resigned to go into full- 
time production for the company. 

Joining Connecticut Mutual in 1946, 
Mr. Duffy rapidly advanced to super- 
visor at Waterbury, Conn., where he 
has made an outstanding record. He has 
been elected to the 1951 Million Dollar 
Round Table and has won the National 
Quality Award for the past four years. 

Mr. Duffy is a member of the Con- 
necticut Leaders’ Round Table and the 
Connecticut Life Insurance & Trust 
Council and for two terms has served as 
a director of the Waterbury Life Un- 
derwriters Association. 

Largely responsible for founding the 
Junior Chamber of Commerce chapters 
in Meriden and Torrington (Connecti- 
cut), Mr. Duffy is chairman of the State 
Extension Committee and has been a 
director of the Waterbury Junior 
Chamber of Commerce for two terms. 

During World War II Mr. Duffy was 
in the United States Maritime Service 
and was officer in charge of the Diesel 
Engine Training School for Merchant 
Marine Officers where he directed the 
activities of approximately 900 students. 
He rose through the ranks from Chief 
Petty Officer to Lieutenant (senior 
grade) 


Appointed By Great-West 

Great-West Life has announced the 
appointment of Carl A. Mann as Group 
supervisor at Minneapolis. Mr. Mann 
joined the company in 1949 as a repre- 
sentative in the Group department at 
Philadelphia. 

In his new post Mr. Mann will su- 
pervise Group sales and services in the 
states of Minnesota and North Dakota. 
R. W. Adams will be associated with 
him as assistant Group supervisor. Mr. 
Mann’s appointment becomes effective 
September 17. 
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Reliance Life Attains 
Billion in Force Mark 


Attainment of more than a billion dol- 
lars of life insurance in force by Reli 
ance Life of Pittsburgh was celebeated 
last week at a luncheon attended by 
directors, officers, sales leaders and home 
office employes. 

President John A. Mayer praised the 
work of the company’s personnel in 
reaching the billion milestone through 
its own efforts in a little more than 
48 years of operation. He also stressed 
the importance of this insurance protec- 
tion to many thousands of policyowners 
and their families throughout the United 
States. 

Agency Vice President Glenn G. 
Lamar presented four agents and a 
manager who had been invited to the 
celebration for production leadership 
during the past two months in a contest 
that ended when Reliance attained the 
billion. They are I. A. Cohen, Pitts- 
burgh, who led in written and_ paid 
life sales; Elmer O. Tschannen, High- 
land, Illinois, who led in number of 
written and paid sales; Irving S. Bowen, 
Jacksonville who led in written and paid 
accident and health premiums; Augus- 
tine J. Russo, Norfolk who led in written 
and paid volume among first year agents, 
and Manager Philip T. Seibert of the 
Trammell Agency, Martinsburg, West 
Virginia, whose department led in writ- 
ten and paid volume from first year 
agents. 

Other_speakers who congratulated the 
agents atrd employes on the parts they 
plaved in achieving the billion were 
Reliance Vice Presidents George L. 
Langreth and Robert C. Kneil, and Lin- 
coln National President A. J. McAndless 
and Vice President Walter O. Menge. 

Reliance Life was started in 1903 and 
passed the first 100 million late in 1917. 
The half-million mark was reached late 
in 1939 and the three-quarter billion 
mark late in 1945. 


TO CONFER AT RYE, N. Y. 





Meetings of Atlantic Alumni Association 
of Agency Management Asso- 
ciation’s Schools 

Atlantic Alumni Association’s annual 
management conference will be held at 
Westchester Country Club, Rye, N. Y., 
October 25-26. Members will be "greeted 
by Arthur V. Youngman, president of 
the association and Mutu: ul Benefit gen- 
eral agent, New York City. Robert B. 
Coolidge, vice president, Aetna Life, will 
then discuss progress made in the gen- 
eral agency system, following which will 
be a panel on management in which 25 
managers and general agents are ex- 
pected to participate. Moderator will be 
Herbert W. Florer, CLU, Boston gen- 
eral agent, Aetna. 

On second day John D. Marsh, CLU, 
general agent, Lincoln National, Wash- 
ington, D. C., will preside. Osborne 
Bethea, Penn Mutual general agent, 
New York City, will discuss “Over-all 
Agency Operations.” John W. Boynton, 
general agent, Massachusetts Mutual, 
Baltimore, will tell of development of 
new organization. Edward L. Reiley, 
Mutual Benefit general agent, Philadel- 
phia, will discuss motivation. Conference 
concludes with a summary of the pro- 
ceedings by Charles J. Zimmerman, 
managing director of Life Insurance 
Agency Management Association which 
conducts the managerial schools. These 
schools have 455 graduates among the 
most prominent of whom are members 
of Atlantic Alumni Association. 











WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, III. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














Reeves to Address Actuaries 

The Junior branch of the Actuaries 
Club of New York will hold its first 
meeting of the 1951-52 club year on 
October 17. Clifford B. Reeves, second 
vice president, Mutual Life of New 
York, the guest speaker, will discuss 
public relations programs in life insur- 
ance. 

New members to be inducted at the 
October meeting include James A. Att- 
wood and Robert H. Jordan, Equitable 
Society; George B. Carlson, Marsh & 
McLennan; Frank W. Biese, Robert J. 
Johanson and David M. Thompson, 
Metropolitan; William E. McVeigh, Jr., 
Mutual Benefit Life; Arthur H. Garvin, 
Mutual Life; Harry D. Morgan, New 
Jersey State Department of Insurance; 
Guy L. Fairbanks, Jr., New York Life; 
and Richard H. Drake, ( runter P. Jahn 
and William D. Smith, Prudential. 


Producers Advisory Board 

Agents from Eastern United States 
won all seven places in the Columbian 
National’s Advisory Board qualification 
drive that ended August 28. The board, 
comprised exclusively of agents, meets 
to discuss sales ideas and field problems; 
mz ad recommendations to the company. 

Edward Danzis, Jr., Newark, won top 

honors with 303% of his quota; Joseph 
Schlossberg of ‘Rene nets, ran second 
with 302% Joseph U. Posner, Rochester, 
a three- time winner, who has qualified 
as a member of every advisory board 
since their beginning in 1949, took third 
place. The remaining members of the 
board are Herbert Szerlip, Newark; 
Louis J. Millevolte, Rockaway Park; 
Norman G. Marks, Binghamton and 
Morris Greenberg, Schlesinger Agency, 
New York City. Leslie H. Judd of Syra- 
cuse has been named alternate. A total 
of 32 fieldmen topped their quotas. 

The board will meet at Chalfonte- 
Haddon Hall in Atlantic City, on 
October 24, 25 and 26. 


MARKS 30TH ANNIVERSARY 

Emory L. Jenks, general agent of 
Pacific Mutual Life in Atlanta, recently 
completed 30 years with the company in 
the same location. 

Mr. Jenks started as an agent in 1921 
and became general agent in 1933. 


NON-CAN A & H 
INSURANCE 





GENERAL AGENCY OPENINGS 
AVAILABLE 


BROKERAGE BUSINESS INVITED 








Write Direct To 


PROVIDENT LIFE AND ACCIDENT 


PNM E ON, Winy 








Joins Columbus Mutual 





E. C. THOMPSON 


Columbus Mutual has appointed E. C. 
Thompson as regional agency organizer, 
it was announced by Ben F. Hadley, 
vice president and superintendent of 
agencies. He joins the home office staff 
of Columbus Mutual after 16 years 
in the field as personal producer, super- 
visor and assistant manager. 

Graduate of Starke University, Mont- 
gomery, Ala., he entered life insurance 
in 1935 with a large eastern company 
and after a successful career as a pro- 
ducer was made assistant manager at 
Columbus. 


RESUME LUNCHEON MEETINGS 
The Wichita General Agents and 
Managers Association resumed their 
monthly luncheon meetings, September 
17. President H. W. Schenke, New York 
Life manager presided. 
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L. E. CRANDALL 
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Bridgeport Charlotte 
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Oakland 
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Nineteen members of Phoenix Mu- 
tual’s field supervisory staff have been 
advanced to the managership of various 
company agencies from coast to coast, 
and two managers have been transferred 
to larger agencies, it has been an- 
nounced by D. Gordon Hunter, vice 
president and agency manager. Occasion 
for the announcement was Phoenix Mu- 
tual’s 100th birthday banquet, high point 
of the company’s centennial convention 
for field representatives at Banff 
Springs, Alberta, August 26-29. 

All promotions resulted from advance- 
ment of former supervisors, from trans- 
fers of managers to larger agencies, or 
from the approaching retirement of 
managers of long years of service. 


Those Figuring in Promotions 


Following are the names of the men 
who have received management promo- 
tions, some of which become effective 
immediately while others become effec- 
tive around the first of next year: 


Creeley S. Buchanan, CLU, Manches- 
ter, N. H.; Jacob F. Collar, CLU, Tulsa; 
Frederick J. Connor, Oklahoma City; 
Lloyd E. Crandall, Providence; Conrad 
A. Elverum, Watertown, S. D.; Robert 
W. Ferguson, Ft. Wayne; Ch: arles E. 
Goodfellow, Atlanta; William A. Hunt, 
formerly manager at Bridgeport, Conn.; 
Cleveland; Warren Ingalls, Baltimore; 
George H. Jennings, CLU, Bridgeport; 
Edgar W. Lakin, Charlotte; Glenn R. 
Larson, Hollywood, Cal.; J. Edward Lu- 
pien, Detroit; Bernard S. Lyon, Knox- 
ville; L. M. B. Morrissey, Jr., Daven- 
port; B. Wheat Randle, Dallas; Donald 
R. Schied, Indianapolis; Paul P. Stewart, 
San Francisco; Howard E. Taylor, Oak- 
land, Cal.; Harry C. Todd, Chicago Cen- 
tral Agency; and Albert J. Woodward, 
CLU, former Providence manager, Los 
Angeles. 

In announcing the promotions, Mr. 
Hunter pointed out that none of these 
21 men had any life insurance manage- 
ment experience prior to joining Phoe- 


A. ELVERUM 
Watertown 








¥. H. RUTHERFORD L. A. SOPER 


Manager Consulting Manager 








Cc. E. GOODFELLOW 
Atlanta 


R. W. FERGUSON 
Ft. Wayne 








E. W. LAKIN G. R. LARSON J. E. LUPIEN B. S. LYON 
Hollywood 


Detroit Tennessee 





H. C. TODD 


Chicago Central 


A. J. WOODWARD 
Los Angeles 





G. C. SUMMY 


Consulting Manager 


nix Mutual. “In fact,” he said, “not a 
single man in the group had ever sold 
life insurance prior to becoming a mem- 
ber of our field organization. All 21 
managers are products of Phoenix Mu- 
tual’s training program and have been 
brought up from the ranks of our own 
field force.’ 


Five Made Consulting Managers 


In addition to the management ap- 
pointments, Phoenix Mutual also named 
five of its managers who are nearing 
retirement to the position of consulting 
manager. The company will thus con- 
tinue to benefit from the many years 
of management experience which these 
men possess—a combined total of 140 
years—through their new advisory sta- 
tus. Those named consulting manager 
are: Lewis G. Ferguson, Indianapolis; 
Jay L. Lee, Detroit; James H. Ruther- 
ford, Cleveland; Leon A. Soper, Los 
Angeles; and George C. Summy, Okla- 
homa. 





Reliance Agts. Honor Mayer 

August was designated as President’s 
Month by agents of Reliance Life who 
submitted $13,529,279 business in the 
campaign. It was one of the biggest 


months in history of the company. Cur- 
rent edition of Reliance Bulletin prints 
a letter of thanks from John A. Mayer 
to the field force for its achievement. 


Carr Agency Qualifiers 


The David A. Carr Agency of Conti- 
ental Assurance, New York, has 13 qual- 
ifiers for attendance at the Pyramid 
Club convention being held in Chicago. 
The convention opened yesterday and 
will conclude today, September 28. The 
Carr Agency is among the leading agen- 
cies of Continental Assurance. 


SAMUEL B. GARWOOD DEAD 

Samuel B. Garwood, 67, a“*member of 
the Tice agency of Midland Mutual Life 

Columbus, died in a hospital in that 
city as a result of a heart attack. He 
had been a full time agent of the com- 
pany for more than 40 years. He was 
one of the company’s leading producers 
and more than 3% million dollars of his 
business is still in force. His wife, son 
and two daughters survive. 





Osborne Bethea Resigning 
As Penn Mutual Gen. Agent 


Osborne Bethea, general agent, Penn 
Mutual Life, 50 Church Street, New 
York, is resigning as general agent of 
that company and his future plans will 
be announced later. Before becoming 
general agent here Mr. Bethea was gen- 
eral agent of the company in Cleveland. 
He is treasurer of the National Associa- 
tion of Life Underwriters. 


PYRAMID CLUB CONVENTION 


Carl E. Haas Attending With Several 
Members of Agency; Was Chairman 
of Board of Directors Meeting 

Carl E. Haas, CLU, general agent, 
Continental Assurance, Brooklyn, with 
several members of his agency is attend- 
ing the Pyramid Club convention of the 
company in Chicago. The meeting began 
yesterday and will conclude today, Sep- 
tember 28. Preceding the convention, 

Ir. Haas, who is vice president of the 

General Agents and Managers Associa- 
tion of Continental Assurance, was 
chairman of a meeting of the board of 
di rectors of that organization which took 
place September 26 at the home office 
of the company. 

This is the fifth consecutive conven- 
tion attended by Mr. Haas. He has been 
associated as general agent for Conti- 
ental Assurance for the past five years, 
during which time his agency has ranked 
among the first ten agencies of the com- 
pany. 

Mr. Haas_ received’ the Agency 
Achievement Certificate for 1950 for 
ranking as er er oe il premium leader 
among all of the Continental Assurance 
agencies in the United States on total 
Ordinary paid-for business during 1950. 
The paid-for production for 1951 so far 
exceeds that for 1950. 


Home Life of America 
Makes Home Office Changes 


Carl H. Anderson, treasurer, Home 
Life of America, Philadelphia, has been 
made vice president and treasurer; Ray- 
mond Gleadall, assistant treasurer, is 
now vice president and assistant treas- 
urer. The office of secretary will be 
filled by Joseph F. Goldkamp. Assistant 
Secretary Albert W. Tegler will assume 
the duties of assistant to the president 
in addition to his present duties. Miss 
Margaret M. Walsh and Michael J. 
Conahan have been elected to fill vacan- 
cies on the company’s board of directors. 

~ Anderson is a graduate of Lafay- 
ette College and Harvard Law School. 
Following his discharge from the Navy 
as a commander after World War II 
he resumed the practice of law as a 
partner in a Philadelphia firm until 
1947 when he was elected treasurer of 
Home Life. 

Mr. Gleadall will also continue his 
duties as manager of the company’s 
mortgage department, which position he 
held since 1946. He has served as as- 
sistant treasurer since October, 1946. 

Mr. Tegler has been with the Home 
Life since 1930 and was appointed 
assistant secretary in 1946. 

Changes were announced by Daniel 
J. Walsh, president of Home Life. 





Conducting Sales Schools 

The Massachusetts Protective Asso- 
ciation, Inc., and Paul Revere Life are 
conducting a series of three week-long 
sales schools at Worcester this month. 
More than 100 special agents are in- 
cluded in the three groups. 

The schools are the 39th, 40th and 
41st in a training program inaugurated 
by the companies several years ago. 
Members of the home office staff who 
are participating in the schools include 
President Frank L. Harrington, Vice 
President and Manager of Agencies Ed- 
ward R. Hodgkins, and Harland L. 
Knight, Robert P. Hallock, Jr., Charles 
B. McKenzie, Robert F. Hoard, B. K. 
3icknell, W. Ronald Marshall, Rodney 
U. Clark, H. Stanley Marmaduke and 
L. R. Blanchard. 
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Hancock Ordinary War 
Risk Apps Regulations 


FORMER RULES ARE REVISED 


Where a War and Aviation Risk Exclu- 
sion Provision Is Contained; What 
Are Not Issued 


Underwriting regulations for Ordinary 
applications of John Hancock involving 
war risk were announced last January. 
A constant review of the business indi- 
cates that there is need for further clari- 
fication and some change in connection 
with those applicants who are not likely 
to report immediately for active service 
in the Armed Forces. It is still felt that 
applicants who are either in or about 
to be in active service should receive 
Ordinary insurance with the War Avia- 
tion Risk Exclusion Provision. 

The regulations refer to the following 
type of risks: 

A. Applicants who are on full time 
active duty in the Army, Navy, Air 
Force, Mz rine Corps, Coast Guard, or 
in any Civi lian force auxiliary thereto. 

B. Members of the Active and In- 

active Reserve Forces of the Armed 
Services and the National Guard, who 
have been alerted or ordered to report 
for " time active duty. 

& niles and midshipmen at the 
eae: naval and coast guard acade- 
mies. 

D. College students enrolled in 
R.O.T.C. courses, who will be eligible 
for commissions at or before the end 
of the current school year. 

E. Other male applicants who have 
passed their 18th, and not their 26th 
birthdays, and who have been classified 
1-A under the Selective Service Act. 

G. Doctors, dentists and allied spe- 
lialists who are classified as No. 1 





priority. 


Other Considerations 





Male applicants who have passed their 
18th ay and who will likely be 
classified 1-A under the Selective Serv- 


ice Act, will ordinarily be granted $10,000 
on the Life Paid Up at Age 85, or higher 
premium. plan, scar the war provis‘on. 
Larger amounts or lower premium plans 
will include the war provision. 

All others, including Reservists not 
alerted. doctors and dentists in other 
than No. 1 priority, will be considered 
for all plans of insurance and benefits 
without the war provision, commensurate 
with their reasonable life insurance 
needs. 

The amount of insurance may be lim- 
ited if the war provision is not included 
and the amount applied for appears to 
be large considering the applicant’s pos- 
sible future military service. 

Any risk involving a special hazard 
will be given individual consideration. 





Farm Bureau Appointments 

“lection of two actuaries by the 
boards of directors of the Farm Bureau 
Insurance Companies, Columbus, was an- 
nounced by C. W. Leftwich, vice presi- 
dent - actuarial. They are Lyle F. Drake, 
who becomes life company actuary, and 
Otis Shaver, who becomes fire company 
actuary. R. W. Griffith, auto company 
actuary, continues to head the casualty 
actuarial dep pigs Previously the 
companies hz rd a combined fire and casu- 
alty actuarial unit. Growth of the fire 
company has caused creation of ; sepa- 
rate fire actuarial department under Mr. 
Shaver. 

Mr. Drake, who fills the vacancy left 
by the death of L. Wilcox, joined 
the companies last June as associate 
actuary, after 13 years with the Equi- 
table Life of Iowa in Des Moines. He is 
an associate in the Society of Actu- 
aries. 

Mr. Shaver joined the fire underwrit- 
ing unit of the insurance companies in 
1945 and for the past five years has been 
manager of the fire premium depart- 
ment. 


August Sales Decrease 15% 

Life insurance purchases in the United 
States in August showed a decrease of 
15% from the volume in August of last 
year, it was reported by the Life In- 
surance Agency Management Associa- 
tion. The total in August was $2,165,- 
000,000 compared with $2,540,000,000 in 
August, 1950. The comparison is with a 
period following the outbreak of hostili- 
ties in Korea which was marked by a 
sharp increase in life insurance buying. 

Purchases of Ordinary life insurance 
in August were $1,467,000,000 down 18% 
from August a year ago. 

Industrial life insurance bought in 
August amounted to $424,000,000, an in- 
crease of 2% over the corresponding 
month last year. 

New Group life insurance amounted to 
$274,000,000 in August, a decrease of 20% 
from August a year ago. These totals 
represent new groups set up and do not 
include additions under Group insurance 
contracts already in force. 

In the first eight months of the year 
total life insurance purchases were $18,- 
277,000,000, compared with $18,220,000,000 
in the first eight months of 1950. Ordi- 
nary life insurance bought accounted for 
$11,656,000,000, an increase of 3% over 
last year. Industrial life insurance pur- 
chases represented $3,595,000,000 of this 
year’s eight-month total. a decrease of 
1% from last year, while new Group life 
insurance amounted to $3,026,000,000, a 
drop of 9% from the first eight months 
of last year. 








BROOKLYN 
16 Court Street 
Brooklyn 2, N. Y. 
Phone: MAin 4-3583 





See 
PRESS UNDERWRITING AGENCY 


LIFE * General Agents 
Representing CANADA LIFE ASSURANCE CO., Toronto 


for 


* GROUP 


SUBURBAN 
241 Sunrise Highway 
Rockville Centre, N. Y. 
Phone: ROckville Centre 4-3333 

















D. G. Mebane Dead 


David Galloway Mebane, 72, who was 
associated with the Jefferson Standard 
Life for more than 40 years before his 
retirement in 1948, died recently at his 
home in Durham, N. C. At the time of 
his retirement Mr. Mebane was mana- 
ger of the policy department and was 
registrar of the company. For the past 
year he had made his home in Durham. 

Surviving are his wife, the former 
Annie Virgil White; two daughters, 
Mrs. A. M. McDonald of Keer and 
Mrs. L. Bryan Clemmons, Jr., of Dur- 
ham; two brothers, F. C. Mebane of 
New York City and R. J. Mebane of 
Greensboro; one sister, Mrs. John E. 
Rosselle of New York City, and five 
grandchildren. 





MecConnell’s Mill, 


near Butler, Pa. Parts 


of the original grist mill 
remain, to form one 
of the most picturesque 
scenes in this vicinity. 





Photograph by A. Aubrey Bodine 


On and On... 


AHeeping pace with the needs of its policy holders has always 


been a fundamental practice of the Baltimore Life Insurance Co. 


We hold an increasingly prominent place in the industry, 


with over $200,000,000 insurance currently in force. 


Butler, Pa. and vicinity is served by 


the Baltimore Life District office at 





\ Guardian of Security 
¥ ~ 


/ 510 Mellon National Bank Building. 


me Baltimore Life 


INSURANCE CO. Established 1882 








N. Y. LIFE APPOINTMENTS 


Forrest Huffman Group Sales Super- 
visor; Stewart Waring, Jr., Group 
Field Assistant 
New York Life has appointed Forrest 
Huffman as Group sales supervisor and 
Stewart Waring, Jr., as Group field as- 
sistant to direct company’s Group sales 


organization throughout United States 
and Canada. 
Mr. Huffman’s background includes 


FORREST HUFFMAN 


Group field experience with Aetna from 
1935 to 1943 as assistant manager in 
Charleston and home office representa- 
tive in charge of its Group operations 
in West Virginia territory. From Sep- 
tember, 1945, to June, 1948, he was re- 
gional Group manager for Occidental of 
California in Cincinnati. Before coming 
with New York Life he was agency man- 
ager for Equitable Society in Charleston, 
ry 


-' Na. 

Mr. Waring joined Aetna Life Group 
division in Hartford in 1937, later being 
transferred to Concord, N. H,, in charge 
of New Hampshire and Vermont Group 
activities. After the war he went with 
Aetna’s Philadelphia agency. In Septem- 
ber, 1948, he joined Johnson & Higgins 
employe benefit plan department. 


Extra-Risk Policies Now 
Cover 4% Million Persons 


A record 578,000 policies were pur- 
chased last year in the U. S. on an 
extra-risk basis for persons in impaired 
health or hazardous occupations. The 
protection provided was $1,700,000,000. 

These purchases, reported recently by 
the Institute of Life Insurance, brought 
such policies to a total of 4,550,000, pro- 
viding $9,640,000,000 coverage. 

About one- third of the extra-risk poli- 
cies issued last year had the additional 
premium charged because of occupa- 
tional hazards; one-fifth were for cardio- 
vascular-renal ‘diseases, commonly classi- 
fied as heart disease; and about one- 
sixth were for weight extremes, chiefly 
overweight. 
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Postal Opens Agency 
In Uptown New York 


CALLED NAMCO AGENCY, INC. 





Alexander Rotenberg, Chaim I. Etner 
and Norman Rothblatt to Conduct 
Activities of New Office 





Postal Life has opened another gen- 
eral agency in Manhattan, it was an- 
nounced by Roy A. Foan, vice president 
and director of agencies. The new office, 


in uptown New York, is called the 
Namco Agency, Inc., a contraction of 
the words “New American Company,” 


and has taken the entire second floor 
of the building at 125 West Seventy- 
second Street. Principles of the new 
agency are Alexander Rotenberg, presi- 
dent and treasurer, Chaim I. Etner, vice 
president and managing director, and 
Norman Rothblatt, district manager. 

Mr. Rotenberg was born in Antwerp, 
Belgium, and educated in schools in that 
country and in France. During the war, 
he was an active member of the French 
Underground, but had to escape through 
friends to Switzerland. While there, he 
studied psychology at the University of 
3asel. During his stay in Switzerland, 
he was given “save of absence from the 
University to found two war orphan 
homes. 

He came to America in 1946, and a 
year later entered the life insurance 
business as a field representative for 
Continental American Life. He ranked 
among the company’s top three men for 
the last two years he was with that com- 
pany. He was later appointed general 
agent for the Eastern Life. 

Chaim J. Etner graduated from the 
High Academy for Accounting in Le- 
zajsk, Poland, and became a professor 
of Talmud at Tarnow College. From 
1932 to 1938, he was in the life insur- 
ance business with the Anchor Life and 
Europa Life as supervising manager for 
a nationally known general agency in 
Tarnow. He went to London, in 1938, 
where he attended the University of 
London and founded the West London 
Academy. While in England, he was 
chairman of the Polish Federation and 
liaison officer between the Polish Jews 
and the Polish Government in Exile. 
In 1948, he came to America and became 
the Dean of an outstanding theological 
institute in New York. He entered the 
life insurance business in the United 
States as a special agent in 1950. 

Mr. Rothblatt has been in the insur- 
ance business for 20 years, starting as 
an agent with the Metropolitan. Six 
years later, he joined the Prosser and 
Homans agency, Equitable, N. Y., open- 
ing up his own brokerage office with 


them. He served in the Army for 4% 
years, was wounded, and was assigned 
to the Intelligence Service. After the 


war, Rothblatt became brokerage mana- 
ger for the Charles Edwards agency, 
Manhattan Life, and in September, 1949, 
became president of an independent 
agency. He has had experience in in- 
surance advertising over the radio for 
the past 12 years and is planning to start 
a TV program this month. 

An unusual service of the Namco 
agency will be its ability to serve many 
of the people in New York speaking 
only foreign languages. A total of 12 
languages are spoken in the office. 

Appointment of the Namco agency is 
the fifth general agency created by Roy 
A. Foan this year and brings the total 
number of agencies for the Postal Life 
in New York and Connecticut to 14. 


ISSUES MORTGAGE BONDS 

The Michigan Gas Utilities Co. (for- 
merly the National Utilities Co. of 
Michigan) has issued $3,150,000 of first 
mortgage 334% bonds, due in 1976, to 
Mutual Life of New York. Proceeds of 
the loan will be used to retire $1,400,000 
of first mortgage bonds held by the Mu- 
tual Life, and to provide funds required 
to make natural gas available to Cold- 
water, Sturges and Hillsdale, Mich. 


Republic National Life 


Home Office Promotions 
Announcement is made by Theo. P. 
Beasley, president, Republic National 
Life, of the promotion of E. F. Brewer 
to the position of assistant vice presi- 
dent jn charge of home office underwrit- 
ing. Mr. Brewer has been associated 
with the company for nearly seven years 
as assistant secretary and chief under- 
writer. He is a member of the under- 
writing committee of the Health and 
Accident Underwriters Conference and 
is also program chairman of that com- 
mittee. He is a past president of the 
Texas Home Office Life Underwriters 
Association, and was recently a member 
of the executive committee of the In- 
stitute of Home Office Underwriters. 
Mr. Beasley also announces the ap- 
pointment of Colin E. McRae as assist- 
ant secretary and chief underwriter. Mr. 
McRae was formerly chief underwriter 
for the Southwestern Life. He attended 
George Washington University, Wash- 
ington, D. C., for three years, and later 
obtained his law degree from National 
University in Washington; is a member 
of the Arkansas bar; served for three 
years with the Feder: 11 Bureau of Inves- 
tigation, leaving the bureau in 1937, to 
join the Southwestern Life, where he 
served in that company’s claim depart- 
ment for five years. As a reserve offi- 
cer, he was called back into active 
duty with the Army in 1942 and served 
as a captain of Military Intelligence 
until 1945. On his release he rejoined 
the Southwestern Life in the underwrit- 
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A ecording to John Ruskin, 
skillful architects tend to build 
high. Right now Eastern seeks 
skillful life insurance 
tects” and offers them a worth- [| © 
while opportunity to build on 
the basis of their own abilities. 


GENERAL AGENCIES Now Available 


EASTERN features a complete range 
of life insurance forms to cover most 
needs, 







“archi- 





in New York, New Jersey and the 
District of Columbia. For infor- 
mation, write to Murray April, 
Director of Agencies. 



















plus $10.00 monthly income 


disability benefits. 












and in 1946 he became 
Fe1S-4 
member of the Northwood Country Club 
of Dallas, Sigma Alpha Epsilon frater- 
nity, and is presently serving as presi- 


ing department, 
chief home office underwriter. 


dent of the Texas Home Office Life 
Underwriters Association. 

Also announced was the appointment 
of R. E. Bunn as associate director of 
agency training. Mr. Bunn was previ- 
ously associated with the Southland Life 
as assistant manager of its Dallas agency. 











Ye Olde Maine Almanac For 1951 





Q. What's the best cure for 
lazyness? 








Mary Moore is a farmer’s lass, 
She’s winsum as a pozy; 

The chap who ketches Mary Moore, 
Won't be no kuntry josey. 
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KRONOLLOGY 


HAISTI PUDDIN 





RESOLVE - Sell Union Mutual 
Insured Savings Plan 


SLIPPERY - Good time to sell 
Union Mutual Non-Can S& A 
Income Tax Time - review of 
business reveals need for x 
Business Insurance {= a 
SPRING - renewed vitality for 


selling Union Mutual Preferred 
Risk 





Union Mutual Double 
Protection Plan sells easily 


WEDDINGS - Need for 
Family Income 4 


VACATIONS - Retirement 
Plans provide future vacations 





~~ 









Back to work - ideal Program- 
ming time 


SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 


New Homes ready - Mortgage 
Retirement protects family 


Group and Wholesale make fine 
Xmas gifts for employees 
XMAS - Let the season & 


be Merrie 
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When it comes to winning today’s dis- 
cerning insurance buyer, Union Mutual 





~ 


They offer forms of life insurance to 
meet all needs, of course. And they are 


prepared, as well, to win the 
prospect with a unique series 
of non-cancellable, guaranteed £' : 
renewable sickness and sieiuen sat 
icies.* Life sells Non-Can—Non-Can sells 





Ale representatives are in a de- 


sirable class by themselves. 


Theirs is a complete service. 






Life. Both “sell” the Union Mu- 
tual man to better prospects — 
for better volume, better profits. 


*Our Non-Can S & A policies offer in- 
comes up to $400 a month plus hospital, 
surgical and A. D. I. coverages. 





UNION 


Founded in the 
Year 1848 








Life Insurance Company 
ROLLAND E. IRISH, President 


MUTUAL 
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Made Cincinnati Manager 
For Home Life of N, Y. 





Pach Bros. 
MARVIN R. LAWSON 


Marvin R. Lawson has been appointed 
of the Cincinnati Agency of 
Home Life, John F. Walsh, vice 
dent and manager of agencies, an- 
nounced. Mr. Lawson replaces W. A. R. 
Bruehl, who will continue personal pro- 
duction in the Cincinnati area. 

Mr. Lawson’s most 
has been in the home office as an agency 
field In that capacity he as- 
sisted in various phases of agency man- 
agement and in the training of new field 
He began his life insurance 
career in 1946 as a member of Home 
Life’s Washington, D. C., Agency. In 
his first full year in the field, Mr. Law- 
son established a record as one of the 
company’s top producers of new busi- 
ness. On January 1, 1948, he was ap- 
pointed assistant manager in W ashing- 
ton. 

The Cincinnati Agency, one of the 
company’s oldest branch offices in con- 
tinuous service, has been managed by 
a member of the Bruehl family for more 
than nine decades. Rudolph A. W. 
3ruehl joined the company in 1861 as 
a general agent with responsibility for 
a large midwestern area. He organized 
the Cincinnati agency and was its first 
manager. His son, William, came with 
Home Life in 1882 and served as man- 
ager for 60 years. Upon William’s re- 
tirement in 1942, his son, William, Jr., 
undertook management and served until 
recently, when he decided to concentrate 
on personal production. 


manager 
presi- 


recent assignment 


assistant. 


personnel. 

















An informative 








by the Life Insurance Business 


... about its part in building America 
... about its services to policyholders 
-.. about its social impact on the nation 


»-. about policyholders’ thrift as a bulwark 
against inflation 






Life Insurance Oo ourn— wil scien 


pack to Main * to pay for rent 
they come food and clothing, 
buy need. ding for 
Wei mest many anote O apholders i Pans a 
America’s 62 willl wes through in and to live 
ea families and themenkles place to work Fi nation's 
Americ® of thrift is 


eee and about You—the Agent 


die is a campaign designed to show the 
contribution that the policyholder makes to 
America’s social and economic well-being 
through life insurance. 


For, as you well know, besides the protec- 
tion America’s 83 million policyholders pro- 
vide for themselves, they are, through life 
insurance, also making America a better 
place to work in, grow in, live in. And their 
healthy habit of thrift is one of the nation’s 
strongest bulwarks against inflation. 


Questions and answers, a tested way to 





arouse interest, introduce each message. And 
so short is the text that the reader absorbs 
it almost before he realizes he has read it. 
Since one subject is dealt with at a time, the 
reader carries away a single, clear-cut im- 
pression of- how, through life insurance, the 
policyholder helps the country and himself. 


Starting the week of October 15, these mes- 
sages will appear in 465 newspapers and 
in six major farm publications across the 
country. In newspapers, they will be shown 
in 1000-line size. They will appear as full 
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pages in the farm magazines. All told, these 
new messages about your business will be 
presented to an audience of about 50 million 
—the policyholders and public upon whose 
good will the success of the life insurance 
business and the agent depends. 











Institute of Life Insurance 
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Sees Revolution in 
Insurance Operations 


WOODWARD ADDRESSES LOMA 


Mutual Life Economist Shows Manage- 
ment Group Need for Cost 
and Other Studies 

Chicago—Among the forces at work 
today on the economy of this country 
that will affect iife insurance operations 
is a scientific revolution “which is mov- 
ing so swiftly and so sweepingly as to 
produce more change more rapidly than 
at any time in history,” Donald B. 
Woodward, second vice president in 
charge of research of Mutual Life of 
New York, told the Life Office Manage- 
ment Association meeting at Edgewater 
Beach, Chicago, this week. Mr. Wood- 
ward said there were six general charac- 
teristics which are shaping economic de- 
velopments: inflation, boom, interna- 
tional tension, greater equ lity, scientific 
revolution and big government. He sum- 
marized his conclusion of the implica- 
tions of these trends on life insurance 
operations in the following paragraphs: 


Need to Study Cost, Mechanization 


“The next several years,’ said Mr. 
Woodward, “are likely to be marked by 
instability and change, both in the gen- 
eral economic aggregates and in many 
specific lines of business, commodities 
and professions. The forces of both in- 
flation and deflation are strong, and we 
are likely to see some of both. Scien- 
tific developments will touch almost 
everything we do and know before many 
years have passed. I believe the forces 
of science are so strong that the long 
trend of rising real income will be main- 
tained in the free world—but ‘long term 
trend’ is not a synonym for ‘straight 
line.’ Markets of every kind, including 
that for life insurance, will change con- 
siderably. The decade of the 1950’s will 
not be a simple extrapolation of the 
1940’s, will not be just the 1940’s on a 
bigger scale. The reason I am really so 
sure of this is that most people are talk- 
ing as though the 1950’s will be just the 
1940’s all over again, only bigger—and 
nearly everybody is acting that way. 

“Now if the next few years are going 
to be marked by a variety of at. inges, 
I have some specific suggestions of what 
I think should be done by Life Office 
Management people to prepare for such 
changes. 

“First: Much more information should 
be developed and maintained on costs 
of operations, in detail. A lot of change 


is coming, and more than ever, the cri- 
terion of existing costs vs. those for 
the new alternative will be needed. Fur- 
thermore, competition is getting more in- 
tensive, and utmost efficiency of opera- 
tion is imperative—and the best test of 
efficiency is cost, both absolute and com- 
parative. The present amount of infor- 
mation on life insurance costs is alto- 


gether inadequate to meet the needs. 


“Second: Mechanization and electroni- 
fication of operations will proceed rap- 
idly. Not many years from now you 
will recall the present manual methods 


of doing things with the same incredulity 
that you recall the hand ledger and the 
quill pen. feveloaienta’ in this field 
are proliferating, and careful attention 


will be rewarding and competitively im- 
perative. 
“Third: Psychology and personal effi- 


to receive far more em- 
phasis than ever before. The old wheeze 
that human nature never changes may 
or may not be true, but human behavior 
and attitude and productivity do change 
and can be changed. Rensis Likert, at 
Michigan, is an outstanding member of 
a great profession doing remarkable 
work on this subject and I think this 
work needs to be followed very closely. 
Human labor is by far the most expen- 
sive material you buy, and methods to 
use it to far gre ater advantage than at 
present are coming fast. You can’t afford 
to miss them. 


ciency are going 


Sees Marketing Improvements 
“Fourth: Improvements are going to 





be made in life insurance marketing. 
The tools of market analysis, selection, 
training, supervision and prospecting are 
being improved rapidly as really scien- 
tific effort is being put to work. Much 
excellent work is being done. For one, 
the job that Rains Wallace, at Life In- 


surance Agency Management Associa- 
tion, is doing is heroic and historic; it 
deserves and presently will get far more 


support and attention than thus far it is 
receiving. Not far from now many pres- 
ent procedures are going to be very 
antiquated. Those who fall behind will 
be sorry—but it is going to be hard work 
to keep up. 


“Fifth: You are going to have to learn 
more about women—and you can take 
that either as a threat or a promise. 


The fact is implicit in both the preceding 
2 points, but it is so important that it 
requires special emphasis by special men- 
tion. The industrial revolution moved 
women and men from the farm to the 
city, and the scientific revolution is mov- 
ing women out of the kitchen and into 
the office and the factory. They are an 
increasingly important part of the mar- 
ket for life insurance and of the com- 
pany personnel. Differential psychology 
demonstrates very important differences 
between men and women, but life insur- 
ance management, which is preponder- 
antly masculine, like masculine manage- 
ment almost everywhere, has paid quite 
insufficient attention to differential psy- 
chology. It is going to pay a great deal 
more attention in meeting the problems 
of the next few years. 

“Sixth: We are going to learn more 
about life insurance persistency and how 
to improve it. Time spent on that sub- 
ject is going to prove very profitable. In 
the changing, competitive years ahead, 
we shall need to make the sales dollar 
more efficient in adding to insurance in 
force so as to cut unit costs, and a major 
curtail the great 


way to do so is to 
am sure that it 
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can be done and that it will be done. 
Asset Supervision Tougher 

“Seventh: The job of asset supervi- 
sion is going to be bigger and tougher 
than during these recent years. Changes 
in business conditions, in competitive po- 
sition due to scientific change, and in 
population location, will bring a ‘different 
situation than that of the past decade 
when profits and property values always 
rose and when a delinquency was a 
curiosity and a loss a freak. Changing 
conditions will, reveal a significant vol- 
ume of fickle assets. 

“Eighth: The important studies of in- 
vestment experience developed during 
the past decade will receive careful at- 
tention. Lately, as the boom has come 
to seem perpetual and a new era born 
in which almost anything was loss-proof, 
interest has diminished in the effort to 
identify factors of risk in a systematic 
and quantitative manner. The effort to 
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A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest 
moments... balance is 
essential to progress. 


So, too, in a life insurance 
company, continuous 


achievement is aided by a favorable 
balance of past history, present 


progress, and future plans. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








identify and classify factors which have 
been associated with loss—an effort. in 
which the Life Insurance Investment 
Research Committee, the National Bu- 
reau of Economic Research and _ the 
Federal Housing Administration have 
been leaders—will regain vigor, and in- 
creasing attention will be paid to the 
results. The rise of losses, against a few 
interest rate, will make asset protection 
more important than ever before. 

“Ninth: We have seen Government 
agencies proliferate during the past 20 
years, and it is likely that more is to 
come. With the recent establishment of 
Washington offices by the Life Insurance 
Association of America and the Ameri- 
can Life Convention, Government activi- 
ties concerning the life insurance busi- 
ness are being observed more closely and 
this is an excellent move. But every one 
of us, both as citizens and as members 
of a group responsible for other people’s 
money, should pay close attention to 
Government. 

“Tenth: During this period of change 
and fluctuation we shall all need the 
broadest and best possible sources of 
information. In addition to that acquired 
through conversation, there is an enor- 
mous amount contained in the vast and 
diversified mass of economic, business 
and professional magazines, books, let- 
ers and pamphlets. The volume is be- 
yond the capacity of any business man 
to read, yet it is ignored as a peril which 
will increase as change progresses. The 
answer clearly is a competent librarian, 
who, with the excellent tools of that in- 
valuable, though often sadly underrated, 
profession can in effect expand our 
sources of information enormously by 
making reading time far more produc- 
tive. Probably no single act of prepara- 
tion, no single investment for the future 
will pay greater dividends than the de- 
velopment of a competent library fa- 
cility. 


Big Increase in Insurance in Force 


“These 10 specific suggestions do not 
by any means exhaust the implications 
of current economic trends to life office 
operations. You will doubtless see other 
implications ; and a few years from now 
both of us will wonder why today we 
didn’t see certain others that by that 
time will be so clearly evident. But life 
would be very tiresome if we knew it all. 

“But there is just one other implica- 
tion I want to mention. That is that a 
very large rise in the volume of life in- 
surance in force will become possible, 
and will be needed. The rising real in- 
come of the American people will bring 
an enormous increase in the capacity to 
buy life insurance: the rise in that ca- 
pacity will be much more rapid than 
the rise in income since necessitous ex- 
penses go up more slowly than total in- 
come. This rising capacity should make 
it possible for the American public to 
make up for the lag in recent years, 
when coverage has fallen behind the 
combination of declining value of the 
dollar, the rising population, and the in- 
creasing standard of living. The rising 


(Continued on Page 13) 
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Allen LOMA Vice President; 
Rowland Managing Director 


Chicago—J. L. Batchler, secretary of 
Kansas City Life, was elected president 
of Life Office Management Association 
at the annual conference at the Edge- 
water Beach Hotel. He succeeds H. T. 
Polk, treasurer of National Life and Ac- 
cident Insurance Co., Nashville, Tenn. 

Harry H. Allen, vice president and 
secretary, Mutual Benefit Life, Newark, 
N. J., was elected vice president of the 


association. 

The membership also voted a change 
in the titles of the two senior staff offi- 
cers. Frank L. Rowland, formerly execu- 
tive secretary, became managing director, 
and L. R. Woodard, formerly associate 
secretary, became secretary-treasurer. 

As managing director, Mr. Rowland 
will have general charge of the opera- 
tions and management of the affairs of 
the association subject to the direction 
and control of the board and executive 
committee and president. Mr. Wood- 
ard, the secretary-treasurer, is responsi- 
ble for keeping the minutes of the asso- 
ciation, board and executive committee, 
as well as for receiving, disbursing and 
accounting for all funds of the associa- 
tion in such a manner as may be directed 
by the board. Formerly, Mr. Rowland 
also served as treasurer. 

The following were named to the 
board of directors for three years: J. 
Howard Ditman, comptroller, New York 
Life; Philip K. Robinson, vice president, 
Northwestern Mutual; Kenneth B. Pi- 
per, vice president, Provident Life and 
Accident; and Mr. Polk, the retiring 
president of the association. 

T. Arnol Crowther, assistant actuary 
of Metropolitan Life, was elected chair- 
man of the educational council. George 
T. Prentice, actuary, Imperial Life of 
Canada, was named vice chairman of 
the educational council. Both become 
appointed members of the board of di- 
rectors in their new capacities. Elected 
to the educational council for three 
years was Gerard L. Soelter, secretary, 
Southwestern Life, Dallas, while George 
A. Parks, assistant secretary, Bankers 
Life, Des Moines, was elected for one 
year, 


Woodward on Outlook 


(Continued from Page 1) 


capacity to buy should make it possible 
for the American public to achieve a 
more adequate coverage than the piti- 
fully poor present total of one single 
year’s income. 

“And, facing a public with that ca- 
pacity to buy and with that woefully in- 
adequate coverage, we with our product 
of Herculian strength, should redouble 
our efforts to let the public know the 
unique and unrivalled desirability of life 
insurance. In no other way than life in- 
surance can the family be instantly and 
fully and certaintly protected from the 
hazard of death of the breadwinner. In 
no other way can that protection be 
made secure beyond the possibility that 
disability will tear it down. In no other 
Way can the education of the cherished 
son and daughter be provided regard- 
less of disability or death. In no other 
Way can the aging parent be removed 
from peril of want. In no other way can 
the widow and children be relieved of 
the fearful risk of unfamiliar invest- 
ments and guaranteed an income. In no 
other way can all this be provided and 
as well an income for one’s own old age 
be arranged. In no other way can any- 
one conquer those treacherous twins of 
titanic terror: Die Too Soon and Live 
Too Long. Let us prepare to realize this 
Most important of all the implications of 
current economic trends on life office 
Management.” 


Polk Reports Big Gain 
In LOMA’s Membership 


Chicago—The membership of the Life 
Office Management Association has in- 
creased more than 50% in six years, 
Horace T. Polk, president of the asso- 
ciation and treasurer, National Life and 
Accident, Nashville, reported at the an- 
nual conference of LOMA here. Mr. 
Polk said that there are currently 246 
member companies as compared with 
160 in 1945. These present companies, 
which account for 95% of the life in- 
surance in force in the United States, 
are comprised of 215 members in the 
United States and Canada and 31 asso- 


ciate members from nearly all major 
countries of the world. 

The recent growth in U. S. member- 
ship, he explained, has been made up 
almost entirely of smaller companies in 
the life insurance business. By adding 
so many smaller companies, “the asso- 
ciation has acquired a gold mine in 
talent, and has at the same time pre- 
sented a wonderful opportunity to new 
members to contribute to and to share 
in the vast pool of information con- 
stantly being made available,” he said. 

Although 20,871 students have taken 
75,661 examinations under the associa- 
tion’s educational program set up in 
1932 not enough students are participat- 
ing in the program, Mr. Polk believes. 
































AVE you ever considered 
what could — were 
your local retailer less than a 
good businessman? 
Piles of unwanted merchan- 
dise would load his shelves... 
our needs and desires would 
be unfilled... your family 
would suffer hardships. These 
things don’t happen because 
your retailer soundly antici- 
pates your future needs and 
desires so that you may buy 
what youwant when you want it. 
Our hats are off to this man 
whose insight into tomorrow’s 
needs makes the American dis- 
tribution system a smoothly 
clicking process. 


THIS MAN ALSO 
PREDICTS THE FUTURE 


Like the retailer, the Mutual 
Benefit Life man predicts fu- 
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ture financial needs with his 
Analagraph. And then recom- 
mends the right plan because 
he has many from which to 
choose. 

The Mutual Benefit Life 
man’s service to retailers, for 
example, is all inclusive. Not 
only does he offer a sound plan 
for their personal security, but 
he also has a plan for their 
business security. Called the 
Special Business Insurance 
Plan, it enables the retailer... 
large or small. . . to protect the 
the future of his business. 

PROUD OF HIS ROLE 
The Mutual Benefit Life man 
is rightly proud of the part he 
plays in the personal and bus- 
iness lives of so many. He is 
well-equipped to do an out- 
standing job... and he does it. 




















Elected LOMA President 
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JACK L. BATCHLER 


Jack L. Batchler, secretary and mem- 
ber of the board of directors of Kansas 
City Life, became president of the Life 
Office Management Association at its 
annual meeting in Chicago this week. 
He served as vice president in 1950-51, 
and in 1940 served as a national director 
of the group. 

A representative of Kansas City Life 
in LOMA since 1937, Mr. Batchler is and 
has been active in various other insur- 
ance and controller organizations. He is 
a former president of the Insurance Ac- 
counting and Statistical Associa.ion, a 
member of the Controller’s Institute of 
America, a former national director of 
the Controller’s Institute of America, 
president of the Kansas City Control of 
Controllers, and a charter member and 
former president of the Kansas City 
chapter, National Office Management 
Association. 

Jack Batchler came to the Kansas City 
Life as a youngster in 1917, and worked 
for a year on the mail desk. In 1918 
he worked in the cashier’s department, 
in 1919 in the accounting department, 
and by 1929 was auditor. 

In 1937, he became controller; in 1943, 
assistant secretary and controller and in 
1946, a director, secretary and controller. 
He now is secretary, a director and a 
member of the executive committee of 
the company. In January, 1951, Mr. 
Batchler was elected the 3lst president 
of the South Central Business Associa- 
tion, an organization of approximately 
400 businessmen who devote their efforts 
to civic and cultural improvements in 
Kansas City. 


LOMA Group to Hear Meares 

Charles W. V. Meares, secretary of 
New York Life, will be the speaker at 
the first meeting of the 1951-52 season 
of the Society of LOMA Graduates, to 
be held Thursday, October 4. 

The meeting will be held at the home 
office of New York Life in New York 
and will be preceded by a buffet supper 
Mr. Meares will discuss “Educational 
Programs of Life Insurance Companies.” 

John Jarman of the Prudential, presi- 
dent of the Society, will outline the 
year’s plans, including several courses of 
study designed to help members prepare 
for fellowship examinations and to serve 
as refresher courses in management 
techniques. 


600 at LOMA Conference; 
Dates for 1952 Meetings 


Chicago—The 28th annual conference 
of Life Office Management Association 
got under way jhere Monday at the 
Edgewater Beach Hotel with approxi- 
mately 600 United States and Canadian 
(Continued on Page 16) 
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MDRT Elects Hiller Chairman; 
W. T. Earls Made Vice Chairman 


ber of the MDRT 18 times since 1930. 


Walter N. Hiller, CLU, Penn Mutual, 
Chicago, was named chairman of the 
Million Dollar Round Table at its an- 
nual meeting at Coronado, Cal. He suc- 
ceeds John O. Todd, CLU, Northwest- 
ern Mutual, Chicago, who continues on 
the executive committee. William T. 
Earls, CLU, Mutual Benefit, Cincinnati, 
was named vice chairman. G. Nolan 
Bearden, New England Mutual, Los An- 
geles, continues on the executive com- 
mittee and Herbert Paul Karlsruher, 
CLU, New York Life, New York, was 
elected to the committee for the first 
time. 

Chairman Hiller 
insurance business with the Penn Mu- 
tual in Chicago in 1925. He became a 
CLU in 1931 and taught life insurance 
at Northwestern University 1934 - 42. 
He served as president of the Chicago 
CLU chapter in 1935 and was president 
of the Chicago Association of Life Un- 
derwriters in 1941. Mr. Hiller has been 
a member of the Penn Mutual Leaders 
Club for 198 consecutive months. He 
has won the Quality Award for the 
past five years. He served as president 
of the Chicago Life - Trust Council 1948- 
49. During World War I he served 
as an infantry lieutenant and in World 
War II he organized Chicago life insur- 
ance men in War Bond sales and served 
as division chairman of the Chicago 
War Bond committee 1941 - 45. 

Mr. Hiller has been a qualifying mem- 


started in the life 





Gordon Nairn Urges MDRT 
Men to Exert Influence 


Life underwriters were called upon to 
exert more influence on the thinking 
and on the action of their fellow citi- 
zens as their contribution in the world 
conflict between opposing ideologies by 
A. Gordon Nairn, director of agencies 
Prudential, Toronto, before the Million 
Dollar Round Table’s 1951 meeting at 
Coronado, Cal. 

Life underwriters should continue to 
persuade people to build their own se- 
curity through their own efforts and 
sacrifices rather than to expect an ever- 
increasing benevolent state to do the 
job for them, Mr. Nairn declared. 
“Keep in mind that when the state 
gives something to us with one hand, 
it takes something away from us with 
the other—and it takes away more than 
it gives. Freedom doesn’t disappear all 
at once—it is usually whittled away bit 
by bit. 

“As we convince more people to stand 
on their own sturdy, independent feet, 
and provide security for their loved ones 
and for themselves, we are not only 
strengthening their character, but we are 
buttressing the bulwarks of freedom in 
our democratic society.” 

Such effort also serves to curb infla- 
tion, Mr. Nairn asserted. It curbs con- 
sumer spending by postponing such 
spending for a later day by saving 
money through the purchase of life 
insurance. It is important for life in- 
surance people to do all they can to 
encourage people to curb consumer 
spending and therefore to put a brake 
on runaway inflation. “Runawey__in- 
flation would not just. be ruinous to the 
life insurance business; it would under- 
mine our whole economic structure 
and make the dream of world conquest 
by Uncle Joe in the Kremlin a more 
attainable reality.” 

Mr. Nairn stressed the extreme 
necessity of all free-loving peop'e stand- 
ing together, united and _ steadfast. 
Eternal vigilance and full preparedness 
are essential, 


He has served on that organization’s 
executive committee since 1948, having 
been elected vice chairman a year ago. 
He was also program chairman of the 
1951 convention. 

William T. Earls, the new vice chair- 
man, is general agent of Mutual Benefit 
Life in Cincinnati. He joined New Eng- 
land Mutual in 1931 after graduating 
from Holy Cross. He led all agents 
of the company in 1939. In 1940 he was 
appointed Cincinnati general agent of 
Connecticut Mutual, bringing the agency 
up from 34th to 3rd place in the com- 
pany in 10 years. He served in the 
Navy from 1943 to 1946 and is now on 
inactive duty as lieutenant commander. 
In 1950 Mr. Earls was named Cincin- 
nati general agent of the old established 
Mutual Benefit agency. Mr. Earls has 
been a MDRT qualifier since 1940 except 
during war service. He was elected to 
the executive committee in 1949. Mr. 
Earls qualified for the CLU in 1934 and 
is a past president of the Cincinnati 
CLU chapter. He also has served as 
a director of the Cincinnati Association 
of Life Underwriters and has been ac- 
tive in many civic enterprises. 


Honor Thoms and Durkin 


Two general agents of the Philadelphia 
Life on eve of going to NALU con- 
vention were given a lunch honoring 
them for their membership in the 1951 
Million Dollar Round Table. The lunch- 
eon, which was attended by company of- 
ficials, was held just before they left 
for the 1951 MDRT meeting at San 
Diego. The new MDRT members are 
Harry Thoms, Norristown, Pa. and 
James Durkin, Dallas, Pa. Two other 
general agents of the Philadelphia Life, 
who are MDRT members are Russ 
Gohn, York, Pa. and Jack Wardlaw, 
Raleigh, N. C 


VV VVVVVVVVVVVVVVVVeWy 
Today's Tax Situation 


calls for the sale of deferred com- 
pensation plans. 

Our settlement options can be 
exercised by corporations for this 
purpose and our retirement income 
endowments are tops. 


PETER B. FLEMING AGENCY 
Mutual Trust Life Ins. Co. 
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White Plains, N. Y. New You's § 7, 
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Million Dollar Round Table Figures 


1951 MDRT Members Total 949; Northwestern Mutual Has 
Most Members; New York State Leads 
in Number; MDRT Background 


The 1951 Million Dollar Round Table 
has 949 members under the three classi- 
fications: Qualifying, 170; Life, 226; Life 
and Qualifying, 375, who qualified and 
70 who qualified for the first time. 

Representatives of 80 different com- 
panies are included in the membership. 





One hundred and eight to be exact. Berkshire Life’s new 
“Merchandise Chart” catalogues the complete line of 108 
Adult and Juvenile Plans, Riders and Coverages. 

With this substantial increase in contracts Berkshire 
Life enters its second century of service and security 
with a more complete, more attractive line of modern 


mi PR 
sales-producing” policies and coverages. 


BROKERS AND SURPLUS WRITERS are in- * 
vited to write to the nearest Berkshire General Agent 
for FREE copies of both the handy pocket-size 
Merchandise Chart and Portfolio which outline the 
many unusual sales opportunities, 









* * * 





The 10 companies having the most mem- 
bers are: 


Northwestern Mutual .......... 122 
New Work wWite cc yi0 otetexceas 88 
New England Mutual .......... 54 
Massachusetts Mutual ......... 56 
Equitable Society, N. Y......... 46 
Mutual Benefit Life ............ 41 
Penh IMGtial Pate 62644566 cc ve 33 
WON SIANCOCK soci ees casa kine 23 
Dititual dite. WN. Yes S 85s 23 
Connecticut Murtiial «56.0... 20 
The U. S. members come from 44 


states and the District of Columbia. 
There are 43 from Canada, 12 from 
Hawaii, one from British Guiana and 
two from Venezuela. The 10 leading 
states in point of membership are: 


DER NSE cic as Sucker een 119 
MOMOIE: 25.5 ee sob aen ninsincomulen 88 
EOHT EG CUE teen Pee Ore ee tenes 82 
WREAS§ oo c6 eb eit adhe bea ees 62 
PENNS IVAINE 690d co saes seen 60 
ROA oak Cod hole ae Koes elections 53 
DA CANAN is aise Shas ae Pe aes eke 33 
AMBIENT © 24 oa Aaistare een eae oe 28 
DPASRACMUSELIS. cocGa balks sebcinone 26 
NAGHONET cos safc sks Gye siewie mens 25 


The first MDRT meeting was held in 
1927 with 32 qualifiers. In 1940 there 
were 154 members. Membership has in- 
creased substantially during the last five 
years, totaling 525 in 1946, 726 in 1947, 
829 in 1948, 824 in 1949 and 790 in 
1950. 

The first MDRT session was a lunch- 
eon in connection with National Associa- 
tion of Life Underwriters’ convention 
in Memphis in 1927. The idea was spon- 
sored by Paul F. Clark, now president 
of John Hancock Mutual Life, who 
sought to attract the attendance of the 
largest producers at NALU meetings. 
In 1927, Mr. Clark was Boston general 
agent of John Hancock and he was 
program chairman of the Memphis con- 
vention. 

The first organized meeting of MDRT 
was held in Detroit in 1928. For a 
number of years the MDRT meetings 
were held at the same time and place 
as the NALU conventions. In recent 
years, because of the substantial growth 
in membership, separate meetings are 
held. However, the MDRT has kept 
its identity at the NALU meetings by 
contributing speakers to the now tradi- 
tional MDRT Hour, a feature of the 
NALU meetings. 


B. N. Woodson to Address 
N. Y. C. Ass’n on Oct. 23 


The opening dinner meeting of the 
Life Underwriters Association of the 
City of New York will be held October 
23 at the Brass Rail, Fortieth Street 
and Park Avenue. Speaker at the meet- 
ing, which will be open to members only, 
will be B. N. Woodson, managing di- 
rector of the National Association of 
Life Underwriters. Mr. Woodson will 
discuss “Let’s Talk Selling.” 
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Finkbiner On Closing Physicians 


Successful methods which he uses in 
selling young physicians were outlined 
by A. C. F. Finkbiner, Jr., Northwest- 
ern Mutual Life, Philadelphia, before 
the Million Dollar Round Table at its 
1951 annual meeting at Coronado, Cal. 
Approximately 60% of Mr. Finkbiner’s 
present business comes from physicians 
between 25 and 40. He outlined eight 
rules which he follows: 

1. Call on a doctor a day. As a result, 
few of his weekly production sheets do 
not include insurance written on an 
M.D. 

2. Try not to call during office hours. 
“They're expecting patients, not life un- 
derwriters. I try to see them at the hos- 
pital during clinic hours. There they are 
on charity time, not their own.” 

3. Get to call the prospect by his 
first name after the first interview. “It 
breaks down the doctor - layman feeling 
and puts you on equal status with him.” 

4. For those whose wives handle the 


physician's affairs, get permission to deal 
with the wife, then make all contacts 
through her for future appointments. 
5. In obtaining the expected annual 
income figures, be sure to ask about 
next year and the following year. Very 
often they'll expect annual increases, 
thus initial term will fit in nicely. 

6. Talk 20% of their income into 
life insurance. Tell them if they worked 
for a big corporation they wouldn’t have 
to save so much per year as they'd have 


a pension plan, Group insurance, social 
security and profit-sharing arrange- 
ments. But if they want to stay inde- 
pendent, they'll be expected to make 


independent provisions for their lifetime 
needs. 

7. On illustrations and  correspond- 
ence, use M.D. in place of “doctor.” 
“They prefer the M.D. and it shows that 
you know the difference.” 

8 When calling on a physician, 
a small, inconspicuous portfolio. 


carry 
Physi- 


cians are constantly being hounded by 
pharmaceutical detail men “with big bags 
filled with samples. Try to avoid any 
confusion, as often physicians’ nurses 
and wives are instructed to get rid of 
these fellows. 

Mr. Finkbiner introduces himself as 
being with the estate planning unit of 
his company. He explains his estate 
planning service like this: 

“Dr. Prospect, estate planning as we 
use it involves the setting up of all 
your assets, insurance, social security, 
bonds, interest in a business, savings, 
your home, in such a way that they will 
best accomplish your objectives whether 
you live, die or get disabled. Frankly, 
estate planning at our age level involves 
primarily estate creation, as most of our 
estate is right in these shoes. But, 
call it estate creation or planning, it’s 
the type of a plan for financial living 
that puts your affairs in order.” 

Mr. Finkbiner maintains a_ regular 
production pattern each month. He sets 
a goal and has a certain number of 
cases in each stage of development dur- 
ing the month. In this way he has an 
even flow of business. He seldom has 
a jumbo month or a bad one. He tries 
to sell at least $100,000 a month in his 
own company. This plus his outside busi- 
ness provides him with between 1% and 
2 million new business a_ year. 

In securing referred leads from physi- 
cians, Mr. Finkbiner doesn’t ask for 
names but shows a list of the hospital 


staff, asking questions about the men 
whom his. client knows. He rarely fails 
to get a dozen referreds from every 
client by this system. 


After describing his programming sys- 
tem, Mr. Finkbiner explained that physi- 
cians use the term “terminal” for pa- 
tients who will not recover. “Actually, 
each and every program or “estate plan 
that we work on is ‘terminal’; we know 
he is going to die. It’s just a question 
of when. The unusual part about the 
terminal aspect of our estate plans is 
the fact that we can still do something 
about enhancing our client’s financial 
position before the date that his estate 
plan becomes ‘terminal.’’ 





CLU Society Conferment Dinner 


Los Angeles—Speaking on the subject, 
“Long Before It Happens,” Dr. Fred D. 
Fagg, Jr., president of the University of 
Southern California, Los Angeles, ad- 
dressed the 24th annual conferment and 
dinner of the American College of Life 
Underwriters and the American Society 
of Chartered Life Underwriters in the 
Biltmore Hotel, Los Angeles, Cal., on 
Wednesday evening, September 19. We, 
as a nation, Dr. Fagg declared, must 
be right, and we must be strong. 

Chartered Life Underwriter designa- 
tions were awarded to 351 candidates, at 
the 24th annual conferment ceremonies 
of the American College, Philadelphia. 

Before an audience of 450 in attend- 
ance, about 75 of the graduates received 
their diplomas in person. Diplomas of 
the others are to be awarded at cere- 
monies throughout the 73 chapters of 
the CLU Society in cooperation with 
local life underwriter associations. 

Dr. Davis W. Gregg, dean of the col- 
lege, presented the candidates, and Dr. 
S. S. Huebner, president of the college, 
conferred the designations and gave the 
charge of professional ethics and con- 
duct to the graduates. { 

Howard H. Cammack, Albany, N. Y., 
retiring president of the CLU Society, 
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opened the’ meeting. He then deferred 
to Karl K* Krogue, Spokane, and _ re- 
quested that he serve as chairman in 


view of the fact that Mr. Krogue, as 
president a year ago was unable to serve 
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at the 1950 Conferment dinner because 
of critical illness in his family. 

Krogue Presides, Introduces Spero 
Mr. Krogue introduced the guests and 
the officers of the American College and 
the American Society seated at the 
speakers table. In presenting Dr. S. S. 
Huebner, Mr. Krogue reminded that it 
was at the NALU convention in the 
3iltmore Hotel, Los Angeles, in 1924, 
that Dr. Huebner in an address first 
announced his then revolutionary idea 
now long famous.as the “Human life 
value concept of life insurance.” This 
concept, Mr. Krogue declared, has been 
responsible for adding untold millions 
of life insurance protection and savings 
to the estates of the people of America. 


“We owe Dr. Huebner a great debt, 
which we never can repay,’ said Mr. 
Krogue. 


On behalf of the directors of the CLU 
Society, Mr. Krogue presented to Mr. 
¢ ammack, as retiring president, the So- 
ciety’s traditional ‘silver sep¥ice tray. 

Mr. Krogue then introduced Carl M 
Spero, New York, the new president of 
the Society. In accepting his new office 
Mr. Spero declared: “No matter what 
we do in the American Society of CLU 
and in the American College, it must be 
good for the public whom we serve. We 
of the American Society will work hand 
in hand with all organizations in the 
life insurance business to maintain the 
best service to the American public.” 

Dr. Huebner introduced Dr. Fagg who 
has had a long career as a professor in 
various other universities and in the 
university which he now heads, and as 
an authority and government consultant 
on law in respect to aviation. 

“You have added great strength to 
the nation by dev eloping the competence 
of the individual,” Dr. Fagg told his 
hearers of the life insurance business. 
“Vou recognize the need for an endur- 
ing standard of value, for the old-fash- 
ioned virtues of private and public thrift, 
for the encouragement of saving, for 
the building of our productive tools, and 
for the safeguarding of our free enter- 
prise system. 

“You recognize the 


dangers inherent 
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in the creeping paralysis of 
state planning, habitually 
yond our income, ; 
morality in the 
reaucracy. 
“American democr: acy hinges upon the 
value placed upon the individual,” said 
Dr. Fagg. “His worth, dignity and per- 
fectability are paramount. Since the 
worth of the individual stems from God, 
our entire system of democracy rests 
upon a spiritual foundation. Whether 
governmental institutions exist for the 
liberation of the human spirit, or for 
its enslavement, becomes every day the 
supremely vital question. i : 


socialism, 
spending be- 
and the low state of 
current Federal bu- 


“We must be right and we must be 
strong,” declared Dr. Fage. “When we 
contemplate the future, there are times 
when our strength in friends outside 
this country does not seem very reas 
suring—times when we seem to stand 
strangely alone. The next time when 
trouble strikes—whenever it may be 
we know that no ally or neighbor will 
bear either the initial attack or the 


brunt of the burden. It behooves us, 
therefore, to be eterna'ly vigilant as well 


as exceedingly strong.” 


Campbell Heads Conference 
Of Gen’! Agts. and Managers 


_At Los Angeles last week Colonel 
Charles W. Campbell, manager, The 
Prudential’s Newark agency, one of the 


largest agencies in the United States, 
was elected chairman of the General 
Agents and Managers Conference of 


the National Association of Life Under- 
writers. The conference will take the 
place of the former managers and gen- 
eral agents association which has been 
an affiliate of NALU and holds meetings 
at same time the NALU is holding its 


annual meeting. 

John Marsh, Lincoln National Life, 
Washington, D. C., is vice chairman of 
the conference; Manuel Camps, John 
Hancock, New York, is secretary. Ray 
Wertz, Reliance Life, Detroit, is also 
one of the officers. 


HOFFMAN AGENCY MOVES 


The Bernard B. Hoffman agency of 
Manhattan Life has taken new and 
larger offices on the sixth floor of the 


Brisbane Building in Buffalo, The agency 
said the move was made because of 
greatly increased sales. The agency 
ranks fourth in volume among all com- 
pany agencies nationally. Its sales this 
year are running 50% greater than a 
year ago, Bernard B. Hoffman, general 
agent, said. 
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Debit Man Elected a Trustee of NALU 


Stanley C. Collins With Metropolitan Life, Buffalo; Eunice C. 
Bush, Mutual Life, Baton Rouge, La., Also 
Among Trustees Elected 


A Buffalo, N. Y. agent, who has spent 
his entire career in insurance on debit, 
was elected a national trustee of NALU, 
last week. He is Stanley Collins. A na- 
tive of Manchester, N. Y., he grew up 
in Buffalo. After attending high school 
he went to Canisius College. Later, he 
completed the Extension course of Amer- 
ican College of Life Underwriters, be- 
coming a CLU in 1940. He was with 
Metropolitan. 

Prior to entering the insurance field 
he spent 14 years as salesman and sales 
manager. He entered insurance during 
the depression of 1933 as a “temporary 
He didn’t talk long about its 


expedient.” 
His production has 


being “temporary.” 
been consistently good. 

In 1942 he became president of Buffalo 
Chapter, CLU and in 1944-45 was presi- 
dent of Buffalo Life Underwriters, Inc. 
As chairman of the Buffalo Association’s 
education committee he did notable work 
as he was instrumental in introducing 
into secondary schools and colleges the 
“Handbook of Life Insurance” and “Life 
Insurance Dollars in Action.” He has 
long been in demand as a speaker. 

In 1947-48 Mr. Collins was president 
of New York State Association of Life 
Underwriters. When he was _ regional 
vice president of the association he car- 
ried on a campaign that 
helped greatly in defeating two attempts 
of the Savings Bank interests to pass 
legislation which the insurance compa- 
nies regarded as objectionable. For manv 
years he fought to liberalize New York 
State laws controlling Juvenile and In- 
dustrial life insurance. He has been a 
member of the NALU agents committee. 
During World War II he was a member 
of the speakers bureau and recruitment 
staff of Buffalo War Council and was 
chairman of the Diocesan Blood Donor 
Service during World War II. 

Miss Bush a MDRT Member 

Eunice C. Bush, Mutual Life of New 
York, who was reelected a trustee of 
NALU, at the present time is the most 


“orass roots” 


LOMA ( onference 


(Continued from Page 13) 


life insurance company executives in at- 
tendance. 

Growing concern among management 
over continuing inflation, the high turn- 
over and dearth of qualified replacement 
personnel, as well as other problems, were 
reflected in the topics scheduled to be 
touched on by speakers and in panel 
discussions during the meeting which 
goes on through Wednesday. 

An exhibit, the most extensive ever 
held, of new office machinery and new 
methods applicable to life office opera- 
tions is a highlight of the convention. 
Twenty-five manufacturers have set up 
displays of their products and services. 
Because of the personnel shortage, in- 
creasing management attention is being 
focused on mechanization, work elimina- 
tion and methods and procedures. 

Frank L. Rowland, executive secretary, 
announced that the Spring, 1952, confer- 
ence of LOMA would be held at the 
Broadmoor, Colorado Springs, Colo., 
May 26-27, and the 29th annual confer- 
Hotel Chalfonte-Haddon Hall, 
City, N. J., September 22-24, 


ence at 
Atlantic 
1952 


Boston Mutual Gains 48% 


Jay R. Benton, president of Boston 
W491 ite ¢ -4 +h- 7 » 4 
Mutual Life, reports that for the first 
eight months of 1951 the gain of insur- 
ance in torce was $12,416,167, a gain 
of 48% over the same period last year. 
lotal insurance in force now totals $207,- 

361,200. 





STANLEY C. COLLINS 


publicized woman agent. Stories of her 
career have appeared in newspapers and 
magazines and have been narrated over 
the radio. Making her headquarters in 
Baton Rouge, La. she is a member of 
the Million Dollar Round Table. She 
is a prominent figure in Mutual Life 
conventions. She was a young girl when 
she started making a living. 

Other trustees elected or reelected at 
NALU convention last week are William 
D Davidson, CLU, Equitable Society, 
Winston P. Emerick \ 
England Mutual, Johnstown, Pa.; ; 
M. Peterson, CLU, Lincoln National 
Charlotte, N. C.; Harry J. Syphus, Bene- 
ficial Life, Salt Lake City; and William 
H. Zaiser, Prudential, Des Moines. 


Chicago; 
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SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


50 East 42nd Street 


LOYAL ATKINSON 
Branch Manager 

- New York 

MU 7-5212 














wrt sosemt 





American College Trustees’ 
Dinner Speakers at L. A. 


Los Angeles—Officers, trustees, and 


guests of the American College of Life 
Underwriters joined in the annual 
trustee’s dinner in the Biltmore Hotel, 
on Tuesday evening, September 18. 
Julian S. Myrick, chairman of the board 
of trustees, and retired vice president 
of Mutual Life of New York, presided. 

Dr. S. S. Huebner, Philadelphia, presi- 
dent of the American College told of the 
founding of the college in 1927. He re- 
lated how in 1924, in an address at the 
convention of the National Association 
of Life Underwriters in the Biltmore 
Hotel, Los Angeles, he first announced 
his now famous “human life value con- 
cept of life insurance,” and the theme 
of the convention was, in fact, based 
upon that idea. 

J. Stanley Edwards, president of 
NALU in 1920, and general agent 
emeritus of Aetna Life of Denver, paid 
a fine tribute to life insurance in its 
original and primary function as pro- 
tection for the home, family, and loved 
ones. 

Henry E. North, vice president of 
Metropolitan Life at its San Francisco 
Western offices, lauded life insurance as 
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a cooperative effort through individual 
initiative and responsibility in the great 
American tradition Every good life in- 
surance man or women is a part of a 
movement which aims through protec- 
tion and security to make this world 
a better world tomorrow. 

Howard H. Cammack, Albany, N. Y,, 
general agent, John Hancock Mutual, 
and retiring president of the American 
Society of CLU, pointed out that pro- 
fessional life underwriting comprises 
not only a field of knowledge, but also 
a way of doing the day’s work in life 
underwriting. We are all indebted to 
many pioneers in what was professional 
and thorough work in life underwriting 
long before the American College of 
Life Underwriters in 1927 first offered 
the excellent facilities and the oppor- 
tunity for professional training now 
available, he declared. 

Others who spoke were Dr. Davis W. 
Gregg, Philadelphia, dean of the Ameri- 
can College; Karl K. Krogue, Spokane, 
and immediate past-president of the 
CLU Society, and Charles W. Cambpell, 
trustee of the college, and manager, 
Prudential at Newark, N. J. 





Honor Paul Jernigan 
On 10th Anniversary 


Paul Ternigan, Wichita general agent of 
Penn Mutual is being honored on his 
10th anniversary as Kansas_ general 
agent today, September 28, with a one- 
day agency meeting attended by Vice 
President and Agency Superintendent D. 
30bb Slattery and Vice President and 
Supervisor of Applications John M. 
Huebner of the home office. Also attend- 
ing are General Agent Allen Gates, Little 
Rock, Mr. Jernigan’s former boss; C. D. 
Maier, Oklahoma general agent, Okla- 
homa City, who received his training 
under Mr. Jernigan at Wichita; Wayne 
Clover, Kansas City general agent, for- 
merly at Wichita, and Wayne Clover, 
Jr., new general agent at Columbia, Mo., 
taking over October 1. 

The day long sales program starts 
with a panel on “The Blue Collar Mar- 
ket” following a welcome by Mr. Jerni- 
gan. Emmett Ireland will be moderator 
and participants include Maurice 
Coulson, CLU, Cal Stephenson, an 
Charles Grimm, all of Wichita. Vice 
President Slattery follows on “The Im- 
portance of Proper Mental Attitude.” 
Following a luncheon Harold Pottorf, 
Topeka, with the agency only four 
months and winner of a two months 
new business campaign, speaks on “The 
Impressions of a New Man for a Life 
Insurance Career.” August Epp, Newton, 
member of the Kansas Leading Pro- 
ducers Round Table follows on “How 
to Take Advantage of Changing Mar- 
kets,” then Vice President Huebner on 
“Underwriting Problems and How the 
Field Man Can Assist.” : 

Mr. Jernigan first started in the life 
business in Little Rock in 1930 with the 
Fidelity Mutual but has been with the 
Penn Mutual for 16 years since 1935. 
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The Southwestern home office building 
of The Prudential at Houston, Tex., 
excavation of the site having been made 
in October, 1950, will probably be com- 
pleted in early summer of 1952. Central 
building will be 19 stories tall, and the 
two wings will be 10 and 12 stories tall. 

The accompanying showing 
progress being made in construction was 
taken by W. L. Hadley of The Eastern 
Underwriter while in Houston this 
month. 


picture 


Dr. Walter Dill Scott, former presi- 
dent of Northwestern University and 
prior to that head of Carnegie Tech, is 
vigorous and active in Chicago at the 
age of 82. He was a staunch believer 
in life insurance while at Carnegie 
Tech. One of his activities while liv- 
ing in Pittsburgh was _ his consultations 
with top companies in industry. He had 
one insurance client in this connection— 
the old Edward A. Woods Co., man- 
agers of the Equitable Society. 


A number of fathers and sons have 
earned the CLU designation, but the 
CLU award to S. Rush Coffin, son of 
Vincent B. Coffin, CLU, senior vice 
president of Connecticut Mutual, is 
unique in another respect. It is believed 
that this is the first instance of the son 
of a trustee of American College of Life 
Underwriters receiving the CLU desig- 
nation as Vincent B. Coffin was _ re- 
elected to a three-year term as a trus- 
tee of the college at the annual meeting 
in September 18 of the trustees in Los 
Angeles. 


Harper’s Bazaar for September had a 
long story about James Hazen Hyde, 
based on events which happened when 
he was vice president of the Equitable 
Society before the Armstrong Investiga- 
tion. After living in Europe for many 
years Mr. Hyde has returned to New 
York and is living in this city. He was 
one of the most highly respected resi- 





Double Indemnity Claims 
May Be $30 Million in 51 


“Double Indemnity” claims under life 
insurance policies were nearly $15,000,000 
in the first half of the year, indicating 
that for the whole of 1951 they will 
reach $30,000,000, the Institute of Life 
Insurance reports. 

These extra payments for accidental 
death, made in addition to the face 
amounts of the policies, will this year 
be about 8% more than last year’s and 
about one and one-half times the amount 
of ten years ago. This rise is primarily 
due to the increase in life insurance own- 
ership and not to any increase in the 
ratio of accidental death claims. For 
several years the ratio of double indem- 
nity payments to total death claims has 
been about 2%. 

It is estimated that about $65,000,000,000 
of today’s life insurance carries a double 
indemnity provision, paying extra bene- 
fits, usually double the face of the policy, 
in the event of death by accident. 





Raises Age Limit to 70 

Connecticut Mutual Life has raised the 
Maximum age limit for new insurance 
rom age 65 to age 70. Only standard 
tisks will be accepted. The company’s 
retention limit will be $25,000 with an 
additional $25,000 usually obtainable 
through reinsurance. 


G. A. FLETCHER APPOINTED 
Empire Life has appointed George A. 
‘letcher as manager of the company’s 
Winnipeg branch. 








Pru Building in Houston 





dents of France while there; was sev- 
eral times honored by the French Gov- 
ernment because of what he had done 
in the interest of French culture dating 
back to his days when a student of Harv- 
ard University. 

Unele Francis. 


60 East 42nd Street 
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General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 


Manhattan — Long Island 
Write: PETER E. TUMBLETY 


First Vice President 
EMPIRE STATE MUTUAL LIFE INSURANCE Co. 
MU 2-5950 


New York City 








Life Policy Payments 
Run Larger This Year 


Payments to American families by 
their life insurance companies were one- 
tenth larger in July than in the corres- 
ponding month a year ago, bringing pay- 
ments for the first seven months of the 
year to 2,361, 650,000, some $170,000,000 
more than in the like period of 1950. 

This is shown*in the monthly report 
of the. Institute of Life Insurance on 
benefit payments which gives the July 
death benefit total as $135,428,000, about 
15% greater than a year ago. For the 
seven months, the death benefits totaled 
$1,012,747,000, up 9% over a year ago. 
The death benefit rise is primarily from 
the greater volume of life insurance pro- 
tection owned, as the death rate among 
policyholders is reported not appreciably 
changed from last year’s record low level. 
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Senate Committee Reports 
On Company Tax Formula 


Washington—The flat 
method of taxing life 
nies, which was 


percentage tax 
insurance compa- 
supported by most of 
the industry “is not only more equitable 
with respect to certain of the smaller 
companies which do not earn a margin 
of investment income over their require- 
ments, but also that it is simpler in 
structure and involves fewer compliance 
and administrative difficulties than the 
stopgap formula provided in the House 
bill,” the Senate Finance committee 
stated in its report on the tax bill now 
being debated on the floor. The commit- 
tee approved the new method for a one- 
year test, since the estimated 

will be about $111 million, 
the same as would be 
the old formula. 

The committee report pointed out that 
it had been suggested that the flat tax 
should be adopted as a permanent for- 
mula, but said: 

“It is the opinion of your committee, 
however, that the question whether this 
new method is the practicable 
method should only be answered after 
the results of the present continuing 
study are available, and after this method 
is carefully compared with other possible 
methods of taxing life insurance compa- 
nies which may be 
sults of that study. 
committee’s bill, the 
method is limited to 
ginning in 1951.” 

The method would place tax of 334% 


revenue 
substantially 
collected under 


best 


suggested as the re- 
Therefore, in your 
application of this 
taxable years be- 


on the first $200,000 of net investment 
income and 614% over $200,000, with a 
special 50% credit for those companies 
not earning 105% of their interest re- 


serve requirements. 

With regard to the provision amending 
the Internal Revenue Code so as to give 
the same pension-trust tax benefits to 
full-time life insurance agents who 
qualify as employes for security 
purposes, as other emploves receive, the 
committee said that unequal treatment 
under the present law is “inequitable, 
particularly inasmuch as Congress pro- 
vided specifically that full-time life in- 
surance agents are to be employes for 
social security purposes.” 


social 


Heads Woodhaven District 


Appointment of William J. Williams 
as head of The Prudential’s district of- 
fice at Woodhaven, N. Y., was an- 
nounced this week. Mr. Williams 
ceeds George J]. Schneider who has 
transferred as district manager to the 
company’s Elmhurst office. 

With Prudential since 1935, Mr. Wil- 
liams held sales and administrative posi- 
tions in the Long Island area until early 
last year when he was called to the 
Newark headquarters as a training con- 
sultz unt. He was associated with the com- 
pany’s field training division until Mr. 
Schneider’s transfer in June at which 
time he took charge of Woodhaven op- 
erations as acting manager. 


suc- 
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THE 1951 ISSUE OF THE GOLD 
BOOK APPEARS NEXT WEEK 
The Gold Book of Life Insurance Sell- 

ng, which is issued each Fall by The 

published 





Eastern Underwriter, will be 


next week as Part II of the regular 
of this paper. It has an unusu- 


wide circulation making it available 





to field men in thousands of cities and 


towns of United States and Canada. 
Themes of this year’s issue are meet- 


problems of inflation and the grow- 





e insurance in the 





importance of lif 


f 
economy. The 


national Gold Book of 
1951 has one of the most distinguished 
group of life insurance executives as 


authors of articles that has ever ap- 








in it or any other insurance 
publication. Many of these authors are 
presidents or chairmen of life insurance 





companies. 


The article which leads the issue is 


based on the fact that the present infla- 
tion is only one of a large number 


which have dotted the economic history 


of the country. A comprehensive article 
ject of inflation has 
written for The Gold Book by 
Kansas City Life. 
business is 


on the whole su 
been 


i. & 


Budinger of 





production end of the 


represented by a large number of per- 


sonality stories of agents, running from 


more than a dozen members of the 


Million Dollar Round Table—some of 
them qualifiers this year for the first 
time—to agents with less production but 
who have had unusually interesting 


backgrounds or who operate in some 


e.° 


unique effective fashic 





ym. 
Gold Book is a 
] 


demonstration of the value of the life 


One feature in The 


insurance dollar as evidenced by a num- 


ber of actual cases where proceeds o 


the insurance were fully paid within 


a short time after the policy was pur- 








ised, the insured having died. These 
cases are furnished The Gold Book by 
life insurance companies. 


Carrol M. 
Prudential, 


Shanks, 


covers an 


president, The 


important situ- 


ation in his article on the Voluntary 


Credit Restraint Program. John Barker, 


Jr., chairman of the LIAA-ALC Joint 


Committee on Lawyers, 


situation where the agent can give 


narrates the 


April 5, 1907, at the post office of New York City under act of 





some advice and counsel to prospects 
and clients without trespassing on func- 
tions of lawyers. 

One of the most timely articles covers 
the growing interest of the larger life 
individual 


insurance companies in the 


Accident and Sickness field, a principal 
development of the year as companies 
entering this field are constantly grow- 
ing in number. 

matters having to do 


Mur- 


Life insurance 
with war are discussed by Ray D. 
chairman of the 


phy, Equitable Society, 
Joint War Problems committee of 
LIAA-ALC, and Gerhard D. Bleicken, 


John Hancock, describes Atomic Hazard, 
Pooling and Civilian Defense. 
Group insurance developments over a 


outlined by N. E. 


Society, and 





period of years are 


Horelick, Equitable mass 


insurance coverage is subject of an 


article by Harry W. Manning, Great- 
West Life. 
William M. Anderson, North Ameri- 


can Re., one of the half dozen Canadian 
executives having articles in The Gold 
Book this year, 
Old Age Program. 
by Charles G. 
tan, is relationships between agents and 
the State Departments. Ob- 
jectives of life insurance in their national 
advertising 


describes Canada’s new 
Subject of an article 
Dougherty, Metropoli- 
Insurance 
advertising is explained by 
managers of those companies, the sym- 
Jack 
Vet- 
erans Administration insurance is han- 
dled for the Gold Book by H. V. Stirling, 


the new 


posium having been arranged by 
Morris, Business Men’s Assurance. 


insurance director of VA. In- 


creased interest in life insurance by 


business and professional women is 


shown by many successful women 


agents. 
articles is a 
Equitable Society’s 


Among the production 
description of how 
largest rural agency is operated by its 
Fred G. Holderman, 
Also, there is a review of the insurance 


manager, Peoria. 
agency doing the largest amount of busi- 
United States, the New 
York Life’s San Francisco branch. 


ness in the 


Many other articles of special interest 
to the field will be found The Gold 
Book which this year is larger than it 
ever has been. 








BROWN 


HARLOW G. 


Harlow G. Brown, vice president, Con- 
tinental Assurance, in charge of its east- 
ern department operations, was the host, 
Friday, September 14, at a Drug & 
Chemical Club luncheon in honor of 
Carl E. Haas, who is observing his fifth 
anniversary as general agent of the com- 
pany in Brooklyn. Mr. Haas, who is 
doing an outstanding production job for 
the company, is vice president of the 
Continental’s General Agents and Mana- 
gers Association and slated to be elected 
president at its meeting in January. At- 
tending the luncheon were Philip E. 
Belber, Continental’s general agent in 
Newark, who is back in full production 
swing after a major operation; and 
David A. Carr of New York, whose 
agency ranks among the top-notchers in 
paid-for volume this year to date. In 
addition to felicitations to Carl Haas 
suitable recognition was given to Phil 
3elber’s birthday which he observed re- 
cently. Mr. Belber is a past president of 
the General Agents and Managers As- 
sociation. 

a 


F. Glen Breen, president of Standard 
Fire of New Jersey, has been elected to 
membership in Western Underwriters 
Association. 

* i Jk 


W. DeWitt, head of the 
Charles W. DeWitt Insurance Agency, 
St. Louis, and former vice president 
of the St. Louis Browns of the Ameri- 
can League, has been named chairman 
of the Olympic Games soccer committee 
in St. Louis area. Mr. DeWitt will 
head a board of eight men whose duties 
will include arrangements for the lo- 


Charles 


cal and sectional trial games and the 
raising of funds to finance the soccer 
squad’s journey to Helsinki, Finland, 
next August. 

ea ag 


Howard Holderness, president of Jef- 
ferson Standard Life, has been elected 
to the board of directors of Burlington 
Mills Corp. That corporation was or- 
ganized by business men in Burlington, 
N. C., in 1923 and its growth has been 
phenomenal. It produces a large variety 
of textile products. It now has 73 mod- 
ern plants in 43 communities in eight 
states and four foreign countries em- 
ploys 33,000 people and in 1950 its sales 
were more than $286,000,000. 


ee ae ae 


Aline Hamiter, associated with Aetna 
Life in Shreveport, is the new president 
of the Soroptimist, a business women’s 
club. 





ROBERT 


McNEILL, JR. 


Robert E. McNeill, Jr., president of 
the Hanover Bank of New York City, 
has been elected a director of Fidelity 
& Casualty and Niagara Fire. Both of 
these companies are members of the 
America Fore Insurance Group. Mr. 
McNeill is also a director of New York 
30oard of Trade and a trustee of Brook- 
side School, Montclair, N. 


| ae 


Colonel Robert L. Boyd, U. S. Air 
Force, arranged for a NALU stopover 
in Los Angeles on his way to report for 
duty in the Far Eastern theatre in or- 
der to receive his CLU designation in 
person. In civilian life Colonel Boyd is 
general agent, Equitable Life of Des 
Moines, at Kokomo, Ind. He succeeded 
to the general agency upon the death of 
his father Lowell T. Boyd, who was the 
first CLU in Indiana, achieving the 
designation in 1928. Lowell Boyd served 
as the first president of Indianapolis 
Chapter of CLU when it was organized 
in 1932, 


2 * * 


George Huth, Connecticut Mutual, is 
heading the 1951 Community Fund cam- 
paign in more than 1,400 firms in Chi- 
cago which includes attorneys, engi- 
neers, insurance, office equipment and 
real estate throughout the city. Assist- 
ing Mr. Huth will be 200. solicitors 
who will assure the success of the 
campaign in Trades and_ Industry Divi- 
sion of the Community Fund. 

* * * 


H. P. Gravengaard of Diamond Life 
Bulletins is author of a booklet on 
“Juvenile Insurance” which has just been 
published and is an unusually able pres- 
entation of the subject. Mr. Graven- 
gaard started his insurance career with 
the Aetna Life and then became a gen- 
eral agent of New England Mutual. He 
is one of the best speakers in the busi- 
ness. 

x * * 


Clyde S. Jones, operator of a_ local 
insurance agency at McMinnville, Tenn., 
is the new president of the McMinnville 
chapter of the American War Dads. The 
local chapter is the only unit of the 
organization in Tennessee. 


Re ee 


Charles H. Greeley, Aetna Life, Des 
Moines, has been elected chairman of 
the Black Hawk County Red Cross 
Chapter. Mr, Greeley, a former Red 
Cross field director, is appointing sub- 
chairmen for the nine service divisions 
of the county chapter. 
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Edinburgh an Insurance Center 


The Chartered Insurance Institute of 
Great Britain, which is principal insur- 
ance educational institution there and 
has its own building in London, and a 
complete one, has just 

conference in Edin- 


large and very 
held its annual 
burgh. 

The Post Magazine in its September 
8 issue prints pictures and careers of 
principal figures in the Edinburgh insur- 
ance world. In fact, it devotes almost 
its entire issue to Edinburgh which has 
more insurance head offices than any 
city in the United Kingdom with the 
exception of London. Including compa- 
nies which have head offices in both 
Edinburgh and London, the number of 
Edinburgh companies is 18. The com- 
posite offices are the North British & 
Mercantile and Century (which have 
head offices in both capitals); the Scot- 
tish Union & National, the Caledonian, 
the Scottish and the Dominion. 

The Scottish Union & National start- 
ed as the Scottish Union in 1824. Its 
original governor was Sir Walter Scott 
and the first fire insurance specifically 
mentioned in the minutes of the direc- 
tors’ meetings covered the mansion house 
and furnishings of Abbotsford where 
Sir Walter lived. Within a few years 
of its establishment the company had 
extended its operations to England and 
successfully opened branches in several 
English cities. In 1834, the year the com- 
pany established its first London office, 
John Gladstone, father of the eminent 
statesman, William Ewart Gladstone, 
was appointed a director in Edinburgh. 
Among the earliest loans granted by 
the company was one for £6,000 to Mrs. 
Siddons, the famous actress. In 1840 
a request was received from William 
Ewart Gladstone to insure his home 
and furniture at 13 Carlton House Ter- 
race, London, against fire. In 1841 the 
Scottish National was established in 
Edinburgh and within a few years it 
had opened branches and agencies in 
Many towns in England and Scotland. 
In 1878 the Scottish Union and Scottish 
National amalgamated, becoming the 
Scottish Union & National. The Un‘ted 
States branch business started with the 
opening of its United States headquar- 
ters in Hartford, Conn. 

One of the few companies to have 
head offices both in Edinburgh and Lon- 
don, the North British Insurance Co., 
was constituted in Edinburgh. In the 
first year of its career the company had 
to meet a loss arising from the annual 
celebration of the King’s Birthday in 
Glasgow by a fireworks display, which 
cost the company £6,464. In 1824, it was 
decided to transact in the United King- 
dom life insurance also and to provide 
for the additional responsibilities the 
capital was increased to £1,000,000. Soon 
afterwards, branches were opened and 
agencies established in Liverpool, Man- 
chester and other large towns in north 
of England. Great assistance was given 
to the company in Liverpool by John 











Gladstone. father of the statesman. 

In 1862 came its fusion with the 
Mercantile Fire Insurance Co., which re- 
sulted in the adoption of the title North 
British & Mercantile. It was then 
agreed that the “local business” should 
be administered through boards of 
equal numbers, at respective head offices 
in Edinburgh and London, acting jointly 
under the denomination of the General 
Court in affairs common to both. Effect 
was given to the agreement by an Act 
of Parliament. In 1910 came the impor- 
tant alliance with the Railway Passen- 
gers Assurance Co., to be followed seven 
years later by the Fine Arts & General 
Insurance Co. coming into the fold. E. 
Lansdowne, is general manager of the 


North British & Mercantile and _ its 
allied offices. At the Edinburgh head 
office John E. Elder is manager for 
Scotland of the North British & Mer- 


cantile, the Railway Passengers and the 
Fine Arts & General. 


Sie ae. 


Glorifies Central Park Speeder 


Everybody in the magazine world 
recognizes that Ben Hibbs, chief editor 
of Saturday Evening Post, is a great 
editorial executive and that since he 
took charge of the magazine its circula- 
tion has made immense gains. However, 
that mdadgazine scored some kind of a 
new low for its insurance readers in 
September 15 issue when SEP printed 
a long article about a 50-year-old Swiss 
mechanic who, living in New York now, 


adjusts motor cars of people able to 
pay as much as $25,000 for his over- 
hauling their automobiles. We'll call it 
an article, but to me it read more like 
the kind ‘of a blurb one encounters on 
the jacket of a six-best-seller. 

The Swiss mechanic getting the glori- 
fication is Werner Maeder. The lead 
to the story says he races automobiles 
half a dozen times a day, not in com- 
petition with others at a speedway con- 
test track where spectators pay money 
to enter the gate. But, says SEP, “He 
races with himself, driving all kinds of 
cars at a great clip through Central 
Park, a two-and-a-half mile stretch of 
trees and hills smack in the heart of 
Manhattan Island.” 

The magazine calls attention to the 
fact that the serpentine roads of Cen- 
tral Park are cluttered with red lights 
and bicycles, with nurses taking chil- 
dren across to the zoo and go tak- 
ing girls to rowboats on the lake. The 
park teems with taxis and passenger 
cars, and even has a few horse-drawn 
hansoms. The speed limit there is sup- 
posed to be 25 mph. 

Continues SEP article: “Maeder, how- 
ever, is apt to match any of them by 
the time his car is in second gear. He 
takes curves with a_ screech, weaves 
through traffic like a fleeing bank rob- 
ber, and brakes to jolting stops. But 
Maeder isn’t a robber or even a hot- 
rod hysteric. He doesn’t even own the 
cars he races. Maeder is testing them. 
He has either just repaired and tuned 
them or he is seeing how they perform 
before he gets to work.” 

A picture of Maeder and a customer 
is printed. According to SEP caption 
the customer is taking an Alfa Romeo 
for a test spin through Central Park in 
New York “and although the speed limit 
there is 23 mph., Maeder often revs up 
to 70, 80 or 90 mph.” 

During the course of the article the 
statement is made to the SEP writer by 
a Trenton chemist that after Maeder 
went to work on his brand new Jaguar 
XK 120, he, the chemist, obtained a 
speed of 143 mph. on the Pennsylvania 
Turnpike. 

How would Ben Hibbs or other SEP 
editors react if they had children visit- 
ing the Philadelphia zoo in Fairmount 
Park and some one told them that Mae- 
der was driving in the park? And where 
are the Central Park cops when Maeder 
cuts loose? And has Park Commissioner 

30b” Moses and the New York police 
traffic department read the SEP article 
which, by the way, was written by one 
of the ablest magazine and news writers 
in America—Maurice Zolotow of the 
New York Times? 
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Y. H. Leong of Brainard & Black 


agency, Honolulu. 


Fred O. Becher, 


assistant vice president, 


Group division, United States Life, 


has returned from a three-week visit to the Brainard & Black agency in Hawaii. 


While in Honolulu, Mr. 
Life’s “Baby Group” 
and Ordinary, and a summary session. 


Becher conducted four agency meetings covering U. S. 
and Wholesale Plans, Regular Group, Prospecting for Group 
He also emphasized that Group Insurance 


should be sold with Ordinary and accident and health, rather than in place of 


them. 
of another large life company. 


Mr. Becher came to United States Life in 1948 from the oT 
In charge of Group operations for U. 


sales staff 
. Life since 


that time, he was made assistant vice president in January, 1951. 


Important Ruling by OPS on 
Claim Adjustments 

The Office of Price Stabilization has 
announced that a general over-riding 
order has been assigned exempting from 
price control all fees, rates or other 
charges for claim adjustment in the 
insurance business. This was granted 
on the application of the General Ad- 
justment Bureau, represented by Wat- 
ters, Cowen & Donovan of New York 
and Washington, 

* 6 im 
Why Local Insurance Agents Should 
Be Depression-Proof 

Everybody knows what happened to the 
average mercantile business in the United 
States following the collapse of the stock 
market in 1929. The financial pages of 
the daily papers in the early ’30’s were 
gloomy indeed as they chronicled the bank- 
ruptcies and other sad business news. 
But everybody does not know how well 
and why the storm was weathered by 
efficiently conducted local insurance agen- 
cles. While able management had some- 
thing to do with this there were other 
reasons inherent in the agency system 
which were protective. 

The agency management service depart- 
ment of the Phoenix - Connecticut Group 
has prepared a list of reasons why the 
local insurance agency is in a better posi- 
tion to withstand an economic storm than 
is the average mercantile business. It dis- 
cusses the situation in each field. 

Because this is an unusually effective 
summary of the situation in both fields, and 
calls attention to facts which should be 
better known, I think the wider distribution 
it has the more tt will benefit the insurance 
business and I present the Phoenix- 
Connecticut’s conclusions. 

The Phoenix - Connecticut Group’s sum- 
mary is captioned “Why Every Agent 
Should Be De pression- Proof.” (The effect 
of poor economic conditions on the aver- 
age mercantile establishment as compared 
with the local insurance agency.) 


THE AVERAGE MERCANTILE 
BUSINESS 

The earning power of most businesses 
is seriously curtailed during major eco- 
nomic depressions. Those enterprises 
which are engaged in merchandising are 
particularly vulnerable. The reasons for 
this are worthy of a brief examination. 

When merchandising businesses “go 
broke” it is generally due to: 

1. Losses on stock inventories. 

2. Losses on bad debts due to poor 
credit controls. 

3. Lack of sufficient income to carry 
fixed charges and overhead. 

4. Lack of an adequate reserve. 

Inventory losses are generally caused 
by sudden and drastic cuts in replace- 
ment costs of goods already on hand 
or on order. 

Liberal credits being the custom rather 
than the exception in most merchan- 
dising ventures, bad debt losses can, 
in times of unusual depression, mate- 
rially affect the financial stability of a 
firm. 

All businesses have certain fixed 
charges which go on whether or not 
there is sufficient income. Under such 
circumstances an adequate reserve would 
be of paramount importance. 

Should any of the above-listed situa- 
tions occur, the business will generally 
operate at a loss. Unless management 
has provided an adequate reserve for 
such contingencies, the concern may be 
unable to last through the period of 
depression. 


THE LOCAL INSURANCE 
AGENCY 

A comparison with the usual merchan- 
dising business problems just preceding 
demonstrates why a well managed insur- 
ance agency should be virtually de- 
pression-proof: 

An insurance agency has no in- 

ventories. 

2. The agent has absolute control 
over bad debts. This comes about 
through a firmly fixed collection con- 
trol system. 

3. Every agency has fixed charges 

(Continued on Page 23) 
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J. A. Neumann on NAIA 
Executive Committee 


NEW YORK ASSN. PRESIDENT 





Robert Maxwell of Arkansas and E. J. 
Seymour of Louisiana Also Named 
to Executive Committee 


Robert Maxwell, Texarkana, Ark.; E. 
J. Seymour, Monroe, La., and Joseph 
A. Neumann, Jamaica, N. Y., have been 


appointed to the executive committee of 


the National Association of Insurance 





A. NEUMANN 


JOSEPH 


President 
Ohio 
presi- 


announced by 
\kron, 


Chicago, 


Agents, it is 
J. F. Van Vechten, 
Walter M. Sheldon, 
dent and chairman of the executive com- 
mittee. 

Mr. Maxwell of F. W. 
and Co,, 
the Arkansas 
Agents 


and 
vice 


Offenhauser 
Texarkana, was president of 
Association of Insurance 
1944-46, and is currently 
national director of Arkansas. He 
National 
affairs during the past year as chairman 
of the NAIA practices committee, and as 
a member of the NAIA speakers bureau 


during 
state 


has been active in Association 


committee and the NAIA research and 
ervice office committee. 
Seymour and Neumann 
Mr. Seymour of the Seymour Insur- 


ance Agency, Monroe, is state national 
director of Louisiana and is a past presi- 
dent of the Louisiana Association. For 
several years he has served as a member 


of the NAIA steering committee of the 
national board of state directors, and as 
a member of the NAIA finance com- 


mittee. 
Mr. Neumann, president of the Flynn- 
Neumann Agency, Inc., Jamaica, is presi- 
dent of the New York State Association 
and was executive vice-president for two 
years. He has been active in local 
fairs as director of the Jamaica Cham- 
ber of Commerce and as chairman of 
the producers’ liaison committee with 
the New York State Workmen’s Com- 
pensation Board. 
These three 
bers, together 
president and vice 


af- 


newly appointed mem- 
with the association’s 
president and John 
Carney, Eau Claire, Wis. and Kenneth 
Ross, “Arkansas City, Kan., the two pre- 
viously elected members, now comprise 
the seven man executive committee of 
the National Association. 


Commissions on Agenda 
Of NAIC Gathering 


UNIFORM ACCOUNTING COMM. 


Chicago Meeting Oct. 31-Nov. 2 to Con- 
sider Objections of Producers; 
Other Subjects on Agenda 


The question of distributing agents’ 
and brokers’ commissions in the annual 
statement and insurance expense ex- 
hibit will be considered by the uniform 
accounting subcommittee of the Na- 
tions al Association of Insurance Com- 
missioners when it meets at the NAIC 
headquarters in Chicago, October 31- 
November 2, according to the agenda. 

This subject was placed before the 
committee by Walter M. Sheldon, 
chairman of the Regulation 30 Com- 
mittee of the National Association of 
Insurance Agents. Agents object to the 
uniform accounting instruction which 
requires that all payments based on a 
percentage of premiums should be allo- 
cated to commissions and brokerage. 

Agents’ Objections 

Pointing out that there are many 
instances in which various items are 
normally office operations so performed 
by agents under special agreement, the 
agents contend that it is fundamentally 
wrong to call all services “commission” 


merely because of the basis of com- 
pensation. The NAIA believes strongly 
that a uniform and proper basis of 


reporting will not be obtained until all 
expense items of the insurance business 
are properly classified according to the 
actual function performed. 

The NAIC subcommittee will also 
consider another proposal involving a 
study of dollar volume of premiums 
as a method of allocation. Commis- 
sioner John R. Lange of Wisconsin, 
chairman of the NAIC uniform §ac- 
counting committee, directed the sub- 
committee to ascertain “the extent, if 
any, to which premium volume is an 
acceptable basis of allocation of cost 
to line of business.” 

In a memorandum to the subcom- 
mittee, Deputy Superintendent George 
H. Kline of New York referred to this 
subject, declaring: 

“The problem of what is a satisfac- 
tory degree of uniformity and how to 
achieve it is a difficult one and calls 
for much cooperative effort which en- 
tails compromise. Uniform accounting 
requirements, in addition to being the- 
theoretically sound, should be practical 
and workable. A set of instructions 
satisfactory to theorists may be repug- 
nant to those who must find the time, 
incur the expense and_ possess the 


knowledge to carry them into execu- 
tion. 
“However, one thing is certain; if 


uniform accounting is to continue in 
the insurance business, the allocations 


must be uniform. Depending on the 
cost philosophy adopted, uniformity 
may be achieved either by imposing 


and enforcing elaborate and costly pro- 

cedures or by simple rules requiring 

comparatively little time and expense.” 
New York Dept. Proposals 

In addition the NAIC subcommittee 

will explore several proposals suggest- 


ed by the New York Insurance De- 
partment. These include a proposed 
interpretation of uniform accounting 


instructions which would permit direct 
allocation of salaries to expense groups 

“even at some compromise between 
practicality and a theoretical idea.” 

Another New York Department pro- 
posal pertains to the allocation of 
executive and other supervisory sala- 
ries. In placing this item on the agenda, 
Deputy Superintendent Kline stated 
that “consideration should be given to 
the adoption of an interpretation of 
the uniform accounting instructions 
which would make mandatory the use 
of specified allocation bases, both for 
expense groups and lines of business, 
in the allocation of executive and 
supervisory salaries.” 

Other items on the committee’s agen- 
da include the new insurance expense 
exhibit—with particular reference to 
note “D” thereon; definitions of ex- 
pense groups—proposed elimination of 
the expense group, acquisition, field 
supervision and collection; the effect 
of actions by the subcommittee on re- 
insurance on Uniform Accounting In- 
terpretation No. 4; and methods of 
examinations by insurance departments. 

James J. Higgins of the New York 
Insurance Department is chairman of 
the uniform accounting subcommittee. 





Named to WUA Committees 

Harry C. Bean, secretary of Travelers 
Fire; Philip S. Beebe, associate West- 
ern manager, Hartford Fire, and Clarke 
Smith, deputy U. S. manager, Royal- 
L iverpool, are new members of ‘the gov- 
erning committee of Western Under- 
writers Association. E. R. Voorhis, as- 
sistant U. S. manager, Royal-Liverpool, 
has been appointed to the public rela- 
tions committee. 


Arnold Made Asst. Manager 


Effective October 1 George N. Arnold 
becomes assistant manager of the met- 
ropolitan inland marine department of 


the New York City office of the Hart- 
ford Fire. He has been assistant to 
Manager Archie Caine and has been 


employed by the company since Decem- 
ber, 1949. He has had nearly 20 years’ 
experience in insurance not only in San 
Francisco but also New York City where 
he was vice president and manager of 
the Anchor Agency, Inc. 
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Moffat New President 
Of Connecticut Agents 


TWO-DAY CONVENTION IS HELD 
Bliss 
R 


Retiring President B Reports on 
Higher irements, 


Better Public Relations 





F. Chandler Moffat of Westport was 
elected president of the Connecticut As- 
sociation of Insurance Agents at the 
annual convention Tuesday and Wednes- 
day at the Hotel Taft in New Haven. 
He succeeds Philip Bliss of Middletown, 

Other officers elected at the two-day 
session attended by about 350 persons 
were Edgar H. Clarke, Manchester, vice 
president; G. Burgess Fisher, ITI, Hart- 
ford, secretarv-treasurer, and William 
W. Hatfield, Bridgeport, state national 
director. William H. Wiley, West Hart- 
ford, is executive secretary. 

Moffat Career 

Mr. Moffat is president and treasurer 
of the Moffat agency in Bridgeport. In 
his home town of Westport, he headed 
Red Cross and YMCA work. Mr. Mof- 
fat attended the Aetna Insurance School 
and was in business in New York sev- 
eral years with his father, Frank Moffat, 
before he bought out the Hubbell-Mor- 
ton agency in Bridgeport. 

Dangers of “seeking help from Fed- 
eral Government” and allowing more 
Government participation in the insur- 
ance business were stressed by J. F. Van 
Vechten, president of the National As- 
sociation of Insurance Agents, in his 
talk. 

Mr. Van Vechten described the “thou- 
sand bureaus and committees” of the 
national Government as an octopus “with 
tentacles extending into the remotest 
corner of our country.” 

The North Cup, which is given each 
year to the local board or association 
with the record of the greatest achieve- 
ment for the year, was awarded to the 
Insurance Board of Greenwich. Honor- 
able mention went to the Meriden Asso- 
ciation. 

Insurance Commissioner W. Ellery 
Allyn warned the association agents that 
“any attempt to protect your business 
against competition by building a wall 
around it” is doomed to failure. In order 


to meet growing competition agents 
should make it their business to learn 
more and more about insurance. “Only 


continued study, planning and well di- 
rected efforts will ward off disaster.” 
President Bliss Report 

Retiring President Bliss in the report 
on his administration said that “Con- 
necticut is probably the first state in 
the Union to require 90 hours study for 
every agent. It is one of the big achieve- 
ments of all time for our state associa- 
tion. I understand that further changes 
and modifications in the licensing pro- 
cedure will be adopted by the Commis- 
sioner’s office so that the professional 
standing of insurance agents in the state 
will be raised still further.” 

The Connecticut association, Mr. Bliss 
reported, has pioneered a new theory in 
public relations that the public should 
be told the “whys and wherefores” of 
rate increases in advance. It was highly 
successful and even inspired editorials 
favorable to the recent increase. 


American Names Hargrove 


Special in North Carolina 


The American Insurance Group ol! 
New Jersey announces appointment of 
Herman R. Hargrove, Jr. as_ special 
agent for the central part of North 
Carolina, assisting Special Agent Clar- 
ence A. Martin. 

Mr. Hargrove is a native North Caro- 


linian. He served in the Navy during 
the war, and later attended the Uni- 
versity of North Carolina, where he 


was graduated i in 1950. For the past year 
he has been in the group’s home office 
multiple line advanced training class, 
from which he was recently graduated. 
Mr. Hargrove’s address is 311 Dixie 
Building, Greensboro. 
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Multiple Lines Require 
Fire Policy Revisions 
CRICHTON ADDRESSES LAWYERS 


Statutory Conditions Better, West Va. 
Comm. Holds, to Meet Demands, 
Preserve Old Advantages 


In view of the development of multiple 
line underwriting and issuance of multi- 
peril policies, Insurance Commissioner 
Robert A. Crichton of West Virginia 
contends there is need for a revision or 
change in the concept of a standard 
fire insurance policy to permit writing 
of multi-peril coverages within a single 
policy form. This to be done while pre- 
serving advantages of a standard policy. 

These objectives can be achieved 
through use of statutory conditions to 
be written in all insurance contracts 
that include coverage against fire risks, 
Commissioner Crichton said when ad- 
dressing the Insurance Section of the 
American Bar Association in New York 
City. With prescribed statutory condi- 
tions ‘appearing prominently within a 
policy form, the Commissioner stresses, 
a contract insuring against many perils 
can be drafted around the standard 
provisions required for fire insurance. 


New Concept Required 


Commissioner Crichton believes that it 
will require acceptance of a new concept 
by the fire insurance industry “but we 
are living in a period of ch: inge and 
the fire insurance industry should be- 
come adjusted to these changes and 
grow with the new field of multiple 
underwriting. The statutory fire policy is 
today not meeting the needs of the 
fire insurance industry.” 

The speaker said, however, in defense 
of the standard form of fire policy, until 
multiple line underwriting became legal 
that the “statutory policy has been a 
successful legal instrument for writing 
fire insurance in this country since 1873. 
It restored order and certainty to a 
business which had been replete with 
chaos and uncertainty. It has developed 
case law upon which much reliance can 
be placed by the courts of the stz ites.” 

Holding that if the insurance industry 
is to go further with multiple line un- 
derwriting it will be necessary to alter 
the basic statutory concepts of a stand- 
ard fire contract, Commissioner Crichton 
pointed to developments in Canada. 

“To provide properly for use of multi- 
peril policies the solution in the treat- 
ment of the statutory policy must,” said 
the Commissioner, “take into account 
these essential factors: 

“(1) Provisions must be made for the 
combining of several coverages within 
one policy or contract form, (2) the 
advantage of certainty and clarity of 
language brought about the use of the 
standard policy must be preserved, (3) 
the advantage of judicial precedent of 
adjudicated classes must be preserved, 
(4) the requirement of con-currency for 
large risks that must be spread among 
several insurance carriers should begge- 





ROBERT A. CRICHTON 


garded, (5) companies should be per- 
mitted the right to bring improvements 
and liberality to their policyholders, and 
(6) competition by improvements to 
policy coverage and forms should be 
encouraged. 

“The attempt has been made to show 
that these advantages cannot be secured 
by the continued use of the present 
statutory policies, by the elimination of 
standard contracts, by the use of ‘inland 
marine’ forms, or by providing limited 
exceptions to the use of the standard 
policy. 

Points to Canadian Solution 


“In the judgment of this writer the 
solution lies in the adoption of the use 
of standard conditions and phrases in 
a manner somewhat similar to that 
presently employed by the Canadian 
fire insurance industry and by those 
American companies doing business in 
the Dominion of Canada. We are fortu- 
nate in having as a guide the experience 
of the Canadian fire insurance industry 
in the use of standard conditions since 
1876, when the first standard conditions 
were prescribed by Ontario, and in hav- 
ing the results of a study of this prob- 
lem by the insurance industry of that 
country since 1946, 

“Under the present laws of the 
Canadian Provinces, all fire insurance 
contracts are required to have certain 
prescribed statutory provisions printed 
thereon. The statute permits these 
statutory conditions to be varied by ‘co- 
insurance’ or ‘limitation of liability’ 
clauses, provided such clauses are 
brought to the insured’s attention by a 
red-ink notice thereof. 

“The insurer is free to use any in- 
suring clause it sees fit and to limit the 
nature of the property covered in any 
way, either by inclusions or exclusions 
of property and to put in any conditions 
relative to the ‘user, conditions, loca- 
tion or maintenance of the insured 
property, provided these are not incon- 


sistent with the statutory conditions and 
are held by a court not to be unfair. 

“Since 1946, the Association of Super- 
intendents of Insurance of the Provinces 
of Canada have been concerned about 
the need for modernization of these 
statutory conditions in order to provide 
for the writing of multi- peril policies 
and to cure the anomaly of having fire 
insurance contracts subject to the use 
of standard conditions, but permitting 
other contracts to escape this require- 
ment even though the peril of fire was 
included. * * * 

“Turning from the theory of abandon- 
ment of the use of standard conditions, 
the attention of the insurance interests 
represented on various committees work- 
ing in conjunction with the Superin- 
tendents’ Committee, was drawn toward 
revision of the individual statutory con- 
ditions to provide an answer to the 
problem of modernizing the statutes in 
light of modern multiple line under- 
writing. 


Latest Canadian Proposals 


“The latest report of the industry 
committee, which was presented to the 
Superintendents’ Committee on Re- 
visions when it met in September, 1951, 
represents a solution to the American 
as well as Canadian problem which 
merits consideration. It contemplates the 
regulation of the use of language and 
conditions whenever the peril of fire is 
insured against, whether it be a fire 
insurance contract or a contract covering 
several perils. 

“This report urges that ‘restrictive 
statutory provisions should be revised 
so that they may be applicable to the 
peril of fire in any contract insuring 
against direct loss of or damage to 
property from such peril.’ An exception 
was provided with respect to the peril 
of fire appearing in contracts of auto- 
mobile and inland marine insurance. In 
view of several recent significant cases 
in Canada, as well as in this country, 
the wisdom of this exception is open 
to question. 

“The committee recommended that the 
following provisions be retained as mat- 
ters of statutory conditions to appear 
in all contracts insuring against the 
perils of fire: exclusion from area of 
property not owned by the insured; 
change material to the risk; termination 
of contract; duty of insured after loss 
to protect property; right of access 
by insurer after loss; notice of loss; 
waiver of condition; method of giving 
notice to parties. 


In Law But Not in Policy 


“Tt was further recommended that the 
following provisions could be made a 
matter of substantive law enacted into 
the statute, without the necessity of 
inclusion within the policy form: 

“Fraud and misrepresentation, form 
of contract, mortgagees and _ other 
payees, control of salvage, who may 
make proof of loss, forms of proof of 
loss. 

“Also fraud in proof of loss, arbitra- 
tion or appraisal, when loss payable, re- 
placement option, limitation of action, 
subrogation. 

“The following provisions were recom- 
















MEN OF SCIENCE — In modern, well equipped lel 
are being solved problems of conservation in industry, agricul- = 
ture and life itself. Through the miracles of chemistry we have = 
progressed greatly. Our Country owes much to these Scientists. Zs 
The Northern Assurance has provided reliable 
Insurance Protection for over 114 years. 


London & Lancashire 
Promotions Announced 


VENNSTROM ASST. SECRETARY 


Spargo General Adjuster at Home Office; 
Mather Orient Director; Carvalho 
in Eastern Pa. 


Following the death of C. Tillotson, 
assistant secretary of the rot compa- 
nies in the London & Lancashire Group, 
and director of the Orient Insurance 
Co., the following new appointments are 
announced : 

E. S. Mather, treasurer, has been 
elected a director of the Orient. 

F. J. Vennstrom, assistant general 
adjuster, has been appointed assistant 
secretary of all fire companies in the 
group, with supervision over the Eastern 
States. 

A. Howard Spargo, hitherto special 
agent in eastern Pennsylvania, has been 
appointed general adjuster at the home 
office in Hartford to work in cooperation 
with General Adjuster Twaddle 

B. N. Carvalho, Jr., at present special 
agent for Maryland and the District of 
Columbia, will assume Mr. Spargo’s 
duties as special agent for eastern Penn- 
sylvania, with headquarters at Phila- 
delphia. 

James E. Farrell has been appointed 
agency superintendent as deputy to Mr. 
Vennstrom. 


TO LEAVE MASSENA SOON 
D. P. McElhearn, insurance agent of 
Massena, N. Y., will leave there about 
November 1 to be associated with his fa- 
ther in Lowville, N. Y 





mended as being matters of private 
agreement, falling without the scope of 
standard provisions: certain property 
not covered, certain risks not covered, 
risks not covered except by special per- 
mission, explosion and lightning area. 

“This, therefore, is the Canadian ap- 
proach to the same problem being faced 
by the property insurance industry in 
this country. It appears to be a reason- 
able solution which could, without too 
much disturbance, be adopted in this 
country. It is one method by which 
adequate provision could be made for 
the writing of a multi-peril policy com- 
bining insurance against the perils of 
fire with insurance against other perils. 

“With adequateely prescribed statutory 
conditions appearing in all contracts 
there would be no significant problem 
of concurrency with respect to the peril 
of fire. With studied draftsmanship the 
benefits of previous jurisprudence could 
be retained through the use of statutory 
conditions. With the use of statutory 
conditions, the advantages of language 
uniformity presently secured through 
the statutory policy could be preserved. 

“More important, through the use of 
such an approach there would be pro- 
vided means of spreading new multi- 
peril coverage without disturbance of the 
fire coverage portion and without the 
use of the varied endorsements and 
gymnastics of riders and forms that is 
_ Presently required. 
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Elect Menard Head 
Of Brooklyn Agency 


PENDLETON & PENDLETON, INC. 





New President Many Years in Insur- 
ance in Macon, Ga.; Served for Year 
as Director of the BDO 


Albert R. Menard, vice president and 
director since 1940 of Pendleton & Pen- 
dleton, Inc., one of the leading agen- 


cies in Brooklyn, has been elected 





ALBERT R. MENARD 


president of the agency to succeed the 
late Frederick S. Pendleton. 

The agency, one of the oldest and 
largest in the metropolitan area, is this 
year celebrating its 75th anniversary. 
Organized in 1876 as a partnership the 
business was incorporated in 1926 and 
Frederick S. Pendleton, who had then 
been for many years the senior part- 
ner, became its president, continuing in 
that office until his death a few weeks 
ago. Other officers of the agency are 
John H. North, vice president and 
secretary; Frank A. Pendleton, secre- 
tary; Andrew W. Schulz and Frederick 
C. Eger, assistant secretaries, and John 
C. Dockam, auditor and cashier. 


Menard’s Career 

Mr. Menard was born in Macon, 
Ga., and educated in Macon, Ga., pub- 
lic schools. He entered insurance in 
1912 as an office boy and clerk in the 
Macon general agency of the Penn 
Mutual Life. In 1918 he joined Murphy 
Taylor & Ellis, Inc., Macon general 
insurance and real estate agency. 

He resigned in 1937 as vice president 
in charge of the insurance division of 
that corporation to come to New York 
as assistant director of the Business 
Development Office of ‘the Insurance 
Executi ives’ Association, and succeeded 
F. S. Dauwalter as director on January 
1, 1939. On February 1, 1940 he re- 
signed as director of the BDO to be- 
come vice president and a director of 
Pendleton & Pendleton, Inc. 

While in Macon Mr. Menard was 
active in civic and trade organizations 
and is a past president of Macon In- 


Camden County Agents Meet 
New officers of the Camden County 
Agents Association were installed at the 
meeting September 24 at Kenney’s in 
Camden, N. J. W. Cecil Evans is the 
new president, succeeding William H. 
Paul. Chairmen of committees for the 
coming 12 months are as follows: 
Agents’ qualification, Philip H. Rapp; 
auditing, Charles B. Crabiel; budget, Mr. 
Rapp; bulletin, Earl T. Jackson; educa- 
tion, Samuei W. Madara; entertainment, 
Joseph W. Goldberg; grievance, Emil C. 
Hessert; membership, Frederick E. 
Rein; program, Mr. Paul, and public re- 
lations and legislation, E imer E. Brown. 





surance Association, Macon Civitan 
Club, Macon Junior Chamber of Com- 
merce, Macon Chamber of Commerce, 
Society for a phe Macon 
Community Chest, Georgia Association 
of Insurance Agents, and a a ese region- 
al vice president of the National Asso- 
ciation of Insurance Agents. 

Since re-entry in the agency field in 
Brooklyn he has served on the broker- 
age committee and on the executive 
committee of the New York Fire In- 
surance Exchange; on the board of 
directors of the New York State Asso- 
ciation of Insurance Agents; as a mem- 
ber of the special industry committee 
set up by the New York State Insur- 
ance Department to formulate regula- 
tions on commingling of funds, and as 
chairman of the executive committee of 
the Brooklyn Insurance Agents Asso- 
ciation. 

He is a past president of the Rotary 
Club of Brooklyn, director of the 

3rooklyn Chamber of Commerce, mem- 
ber of the insurance council of the 
Brooklyn Chamber, and director of the 
Long Island Historical Society. 


FREIGHT FORWARDERS’ RULING 
N. Y. Attorney General Holds Those 


Procuring Insurance Must Have 
Licenses as Brokers 

Affirming a previous decision, Attor- 
ney General Nathaniel L. Goldstein of 
New York has ruled that foreign freight 
forwarders must have an_ insurance 
broker’s license if they procure insur- 
ance for shippers of goods as part of 
their service. 

In an opinion addressed to Superin- 
tendent of Insurance Alfred J. Boh- 
linger, Attorney General Goldstein held 
that freight forwarders were violating 
the insurance law if they failed to have 
a broker’s license. He stated that he was 
“unable to find any basis for revising 
our prior conclusion nor do I find any 
authority of administrative variafion of 
the policy prescribed by the statute.” 
In the earlier ruling, the Attorney Gen- 
eral held that the forwarders were act- 
ing as insurance brokers and therefore 
were required to obtain licenses. 

The opinion, dated September 18, 1951, 
is the result of an extended investiga- 
tion by the New York Insurance De- 
partment which had received a number 
of complaints of over-charging by freight 
forwarders not licensed as insurance 
brokers. The Department found that 
while the normal fee paid to brokers 
was generally 10% of the premium, 
some forwarders were charging shippers 
300% to 400% of the premium. 

Attorney General Goldstein’s ruling 
will affect approximately half of the 
forwarders in New York. Inasmuch as 
it will make all forwarders who charge 
for insurance subject to the provisions 
of the law, the ruling may have the 
effect of compelling forwarders to show 
the actual premium charge separate 
from the service charge. The ruling will 
also insure that there is some safeguard 
on the competency and trustworthiness 
of those who place insurance for shippers. 


Sullivan County Agents 
Will Meet October 18 


The Sullivan County Association of 
Insurance Agents will hold its annual 
regional meeting at the Concord Hotel 
at Kiamesha Lake, N. Y., on Thursday, 
October 18. There will be a forum dis- 
cussion sponsored by the state associa- 
tion, preceded in the morning by golf. 
The hotel will be host at a cocktail 
hour and the meeting will conclude with 
a dinner and entertainment in the 
evening. 











Not the “3 R"s—the “3 $s! 
The insurance agent is “a good 
man to know” because he sells 
Service, Safety and Security! 
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Local Agents to Aid in 
Civil Defense Programs 


Next to priority project on the agenda 
of the Federal Civil Defense Adminis- 
tration, and one in which insurance com- 
panies and agents are expected to as- 
sist in large measure at the local level, 
is to train the nation’s industrial plants, 
schools, hospitals, department stores, 
public utility companies and similar in- 
dustries and institutions to organize 
themselves internally for civil defense. 

A plan to provide protection for eleven 
different groups of industries and insti- 
tutions which operate buildings and 
other installations was released last 
week bv the FCDA in a booklet titled, 
“Civil Defense in Industries and Insti- 
tutions.” 

Underwriters in the fire and casualty 
fields will be asked to take part in 
analyses of buildings and sites to pro- 
vide information on the condition of the 
buildings, the fire hazards, potential shel- 
ter areas, fire-fighting conditions and 
other technical information vital to the 
organization of a competent safety pro- 
gram in the event of attack. Local in- 
surance agents will be asked to partici- 
pate in the promotion of the program. 


Dodge Heads Maine Agents 

A. M. Dodge of the John C. Paige 
Co. in Portland, has been elected presi- 
dent of the Maine Association of Insur- 
ance Agents. He succeeds Claude L. 
Ryder of Bangor. Mr. Ryder becomes 
state national director, succeeding How- 
ard E. Kyes of Wilton. Mr. Ryder at- 
tended the NAIA meetings of ine di- 
rectors in Chicago last week. Clyde T. 
Congdon of Brunswick becomes chair- 
man of the executive committee. 





SYRACUSE WOMEN MEET 

A dinner meeting in the Kirk Hotel, 
Syracuse, N. Y., opened the fall activi- 
ties of the Syracuse Insurance Women’s 
Association. Toni Petosa, new president, 
presented the year’s program. She is 
assisted by Irene Dickinson, Joanne 
Welch, Marie Veri, Doris Phelps and 
Annabel Haibt. 


NOLL HEADS ALTON AGENTS. 

George J. Noll has been elected presi- 
dent of the Alton, Ohio, Association of 
Insurance Agents. Other officers are 
George J. Thomas, vice president; Dor- 
othy J. Sturgeon, treasurer; Raymond 
W. Luken, secretary, and Leo Pohlman, 
Dudley F. G. Giberson and William P. 
Morrissey, trustees. Mr. Giberson re- 
tired as president September 1. 


JULIUS H. OETTING DIES 

Julius H. Oetting, aged 56, an insur- 
ance broker with the Kreismann Agency, 
St. Louis, Mo., died of heart disease 
September 18 at a local hospital. Surviv- 
ing are his widow and two sons. 
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Michigan Dept. Aims at 
Better Public Service 


TWO-DAY SCHOOL FOR STAFF 





Leaders in All Branches of Insurance 
Will Speak Oct. 4-5 in Program 
to Improve Knowledge 





“Better public service” is the an- 
nounced objective of the Michigan In- 
surance Department’s Institute, complete 


this 


plans for which were announced 

week by Commissioner Joseph A. Na- 
yarre. The Commissioner’s unique pro- 
gram to bring department personnel 


thoroughly in touch with all phases of 
the business it supervises will include 
top-flight speakers from company and 
agency ranks. The institute is being 
staged October 4 and 5 at the newly 
completed Kellogg continuing education 
center of Michigan State College which 
provides ideal facilities for all types of 
short course and institute programs. 
Classes each day will start at 8:30 a.m. 

The first day’s schedule will serve to 
outline the business in its major phases 
and make clear the purposes of the in- 
stitute, with Commissioner Navarre 
launching the program with an explana- 
tion: “Why an Insurance Department 
Institute?” He will be followed by Rob- 
ert E. Dineen, Northwestern Mutual 
Life vice president and secretary, talk- 
ing on “This Business of Insurance”; 
Ambrose B. Kelly, manager, Factory 
Mutual Rating Bureau, on “History of 
Insurance”; Milton W. Mays, Insurance 
Executives Association, on “Fire Insur- 
ance”; William Leslie, general manager, 
National Bureau of Casualty Underwrit- 
ers, on “Casualty Insurance”; Walter O. 
Menge, first vice president, Lincoln Na- 
tional Life, “Life Insurance”; Edwin J. 
Faulkner, president, Woodmen Accident 
Co., and Woodmen Central Life, Life 
and Woodmen Central, “Accident and 
Health Insurance”; and Jack G. Sharpe, 
Michigan representative, Commercial 
Union Assurance, “Insurance Marketing 
Methods.” 

Newell R. Johnson, associate mana- 
ger, American Mutual Alliance, will in- 
augurate the second day’s program, talk- 
ing on “What Does All This Mean to 
an Insurance Department?” He will be 
followed during the morning by John 
Panchuk, vice president and general 
counsel, Federal Life and Casualty, on 
“Governmental Regulation of Insurance,” 
a subject with which he is familiar as a 


former assistant attorney general as- 
signed to the insurance department; 
Robert E. ‘Dineen, “Insurance Depart- 


ment”; John M. Fohr, journalism de- 
partment, Michigan State, “The Art of 
Letter Writing”; Lucia Morgan, staff 
member, department of speech, Michigan 
State, “The Importance of the Spoken 
Word”; Charles Hill, written and spoken 
English department, Michigan State, 
“You Are a Member of the Team”; H. 
B. Thompson, director, life and fraternal 
division and office counsel of the de- 
partment, summing up the program with 
“This Is a Beginning.” 

Commissioner Navarre is requiring 
that all department personnel attdad, 
virtually necessitating suspension of 
normal department activities for the 
two-day period, including those of ex- 
aminers. 


Aviation Experience 
For 1950 and Past Years 


The New York Insurance Department 
has issued aviation statistics covering 
the policy years 1946 - 1950 inclusive and 
summarized on an estimated earned 
basis. To reflect proper relationship to 
incurred losses, written premiums for 
the first four years have been treated 
as fully earned, while written premiums 
for 1950 have been adjusted to an 
earned premium basis by applying esti- 
mated percentages. Figures cover di- 
rect business only. 

For 1950 hull ground coverage net 
premiums earned were $2,811,149, com- 
pared to $6,039,150 in 1946. The loss 





Fire Insurance Experience 


Country-wide and New York State Aggregates 1946-1950 


The accompanying tables have been compiled by the New York Insuranc 
companies licensed to do business in New York. These tables show country- 
miums basis (after reinsurance). New York State loss ratios for 1949 and | 

For the years 1949 and 1950 the tabulations include figures of both f 
arrangement of expense groups has been changed to conform with the revised form o 

Because of fluctuations in premium volume from year to year, ex 
expense to written premiums in order to present more accurate results 


Income Taxes. 


Stock Companies 





Year or Company 

























































































Net Premiums 


Countrywide 


e Department from Insurance Expense Exhibits filed by 
wide earned premiums and incurred losses on a net pre- 
950 are on a direct basis (before reinsurance). 

ire and casualty insurers writing fire insurance. The columnar 
f Insurance Expense Exhibit. 

pense ratios have been adjusted so as to relate certain types of 
. It will also be noted that expense ratios do not include Federal 





Underwriting Ratios 
Losses 
incurred Exp. 


Claim 
Net gain exp. to to 


Expenses Analysis 
Comm. 


New York State 
Taxes& Direct Lesses 
fersto premiums incurred 


Other Gen. 
acq.to exp. to 


(Stock Companies) written earned toearned (adj.)t (adj.)+ earned written earned 
4 ; 2 earned written m d 

1946 $801,903,265 $644,288,459 53.3 48.9 2.2 2.9 26.2 4% 184 33 $71,648,505 err 7 

1947 908,243,752 770,738,539 53.6 47.2 =f 28 25.4 38 121 3.1 85,031,232 53.2 
1948 970,185,634 867,012,493 48.3 464 5.3 28 24.7 3.6 12.0 3.3 100,128,226 45.6 
1949 1,003,522,910 936,198,726 40.7 46.0 13.3 27 246 7.0 8.3 3.4  *115,905,872 39.0 
1950 1,075,544,241 970,732,739 40.3 46.6 13.1 28 245 7.0 8.7 3.6 *114,026,804 39.4 

- 
Mutual Companies 
1946 $93,655,642 $79,726,245 43.0 38.6 18.4 21 149 43 14.7 2.6 $6,809 
3,655, 726, 809,085 44.4 
1947 105,596,779  92.524.810 41.9 38.0 20.1 ai. 445 42 144 2.8 8,011,838 45.8 
1948 115,945,450 104,486,099 37.3 37.6 25.1 20 136 SS... 163 2.7 8,254,782 43.5 
1949 126,701,320 116,185,436 33.2 36.9 29.9 23 134 9.3 9.1 2.8 *9,498,684 34.2 
1950 138,178,697 124,572,804 31.1 37.2 31.7 21 13.7 93 9.5 2.6 11,367,779 32.2 
Factory Mutuals 
1946 $53,167,277 $44,157,803 186 15.1 66.3 y eye 12 123 1.2 $5,767,344 8.4 
1947 66,690,946 56,250.944 142 141 71.7 ft eages 11 108 1.8 6,216,900 9.5 
1948 82,668,958 66,050,948 221 12.9 65.0 BS, 3a. ti ©6104 1.0 7,605,315 12.7 
1949 72,423,106 70,057,896 95 12.9 17.6 3 9 2.7 7.9 11 *9,743.718 4.9 
1950 71,564,514 70,008,629 22.9 13.6 63.5 ‘8 4 3.2 8.4 11 *6,365,508 41.2 
e 
Reciprocals 
1946 $5,910,646 $5,101,766 37.1 39.8 23.1 1.0 1 1.0 352 2.5 $785,636 38.8 
16 eS ee fe lonaio, SER ees 31.7 6 7 10 32.0 2.5 876.176 15.4 
1948 8,168,324 6,729,550 268 413 31.9 9 ‘8 10 35.8 2.8 970,134 39.4 
1949 7,392,838 7.012076 396 34.5 25.9 10 164 6.2 8.2 2.7 *867,006 39.2 
1950 6,884,341 6,881,426 426 383 19.1 26° 146 68 112 3.1 *958,965 42.8 
Ad Premi i 
vance Premium Co-operatives 
1946 $3,148,599 $2,856,951 51.7 41.0 7.3 2.7 15.6 22 191 14 $2,489,902 52.8 
1947 3,452,435 3,169,389 482 418 10.0 3.0 16.2 21 19.1 14 2,630,389 52.1 
1946 3,428,654 3,072,031 483 43.4 8.3 30 146 26 21.6 1.6 2.452.502 48.6 
1949 4,006,969  3,444944 49.0 414 9.6 42 140 13.7 7.7 1.8 °3.946,248 47.2 
1950 4,206,740 3,867,349 49.2 43.4 7.4 44 15.9 120 8.8 2.3 *4.628,861 48.8 
Rei C i 
einsurance ompanies 

1946 $53,702,155 $43,170,760 62.6 43.7 6.3 21 38.1 1 2.7 7 $4,955,677 49.8 
1947 76,679,301 54,713,424 61.5 42.9 oy 20 378 ‘1 2.2 8 5,621,527 60.2 
1948 63,041,876 61,667,398 52.5 43.9 3.6 2.0 39.0 4 2.2 6 6,431,315 47.9 
1949 71,902,842 64,722,060 42.4 47.1 10.5 19 419 15 1.5 3 *151.906 24.6 
1950 76,067,935 69,644,711 42.0 45.0 13.0 18 406 7 1.8 1 *161,501 54.5 


t These ratios show results before consideration of Federa] Income Tax. 
* New York State premiums earned for 1949 and 1950 are on a dire ct basis. 





ratio for 1950 was 18.51% against 24% 
in 1949 and 76% in 1946. 

For hull crash coverages 1950 pre- 
miums were $5,203,829 compared to $8,- 
687,694 in 1946. The 1950 loss ratio was 
34.66% against 43.15% in 1949 and 82.18% 
in 1946. 

For aircraft passenger liability 1950 
premiums were $3,312,864 against $4,240,- 
351 in 1949. The 1950 loss ratio is 40.15% 
against 72.06% in 1949 and 93.31% in 
1946. 

For aircraft public liability 1950 pre- 
miums were $530,271 against $805,447 in 
1949. The 1950 loss ratio is 11.29% 
against 29.86% in 1949 and 30.25% in 
1946. 

For personal accident, including indi- 
vidual and group, 1950 premiums were 
$1,912,950 against $2,469,371 in 1949. The 
1950 loss ratio was 38.67% against 35.58% 
in 1949 and 38.80% in 1946. 


Craft Heads Mich. Agents 


Merrill G. Craft of the Craft Agency, 
Jackson, was elected president of the 
Michigan Association of Insurance 
Agents at the annual convention. Some 
500 agents and field men were in at- 
tendance, and sessions were held jointly 
with the Upper Peninsula Association 
which elected F. Loren Rogers, Ontona- 
gon, as president. Waldo O. Hildebrand, 
Lansing, was renamed _ secretary-man- 
ager. 

Other new Michigan Association offi- 
cers are: vice president, J. Grant Moore, 


R. I. Rate Revisions 
Fire insurance rates have been revised 
in Rhode Island, effective September 17. 
There are increases and decreases with 
an over-all reduction of about 2.40%. It 
is expected policyholders will save about 
$170,000 annually in premiums. 


Bis Bill 
(Continued from Page 19) 


and expenses which should be in pro- 
portion to the total premiums writ- 
ten. While an insurance agent’s in- 
come is less drastically curtailed than 
many merchandising businesses in 
times of severe depressions, he has 
a much greater degree of control over 
his outgo. 

Office payroll and salaries and/or 
commissions to producers are the larg- 
est items of expense in agencies, all 
of which are under direct control of 
the agent. All other items of expense 
rarely average more than 20% of the 
agent’s income. 

4. While the agent has a lesser ex- 
posure to the aforementioned problems 
than the usual merchandiser, the es- 
tablishment of an adequate reserve 
could serve to guarantee that his agen- 
cy will be able to survive during 
the depression. 





Port Huron; treasurer, Harry E. King, 
Calumet; and state director, Walter B. 
Cary, Detroit. 


Western Bureau Leaders 
Join Western Underwriters 


The Western Underwriters Association 
elected to membership at the semi-an- 
nual meeting at White Sulphur Springs, 
W. Va., H. A. Clark, vice president of 
Loyalty Group; R. S. O’Rourke, presi- 
dent of Dubuque Fire & Marine, and 
W. S. Whitford, president of Millers 
National. 

These executives were until recently 
represented in the Western Insurance 
Bureau, Inc. Dissolution of this organi- 
zation, which was founded in 1910, has 
been announced by Mr. Clark, its presi- 
dent. 


Phoenix-London Specials 
In Virginia and Georgia 

The Phoenix-London Group announces 
appointment of Frank E. Newman as 
special agent under the supervision of 
R. Coleman Rice, manager, Richmond 
service office, Richmond, Va., and I. B. 
Williamson as special agent under the 
supervision of Marion E. Bleakley, 
manager Southeastern branch office, At- 
lanta. 

Mr. Newman will service Virginia and 
portions of the District of Columbia and 
Maryland. Mr. Williamson will service 
Georgia and Alabama. 
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Liable for Spoilage 
Following Windstorm 


POWER FAILURE HELD CAUSE 
Court Holds aad: of Food in Freezer 


Comes Under Windstorm Cover as 
a Direct Consequence of Wind 





Insurance companies may be liable 
under extended cover policies for food 
spoilage due to local power failure in 
the area hit by the windstorm of No- 
vember 25, 1950, according to a jury 
decision in the New York Municipal 
Court, First District, Manhattan. There 
a jury has granted full recovery on ac- 
count of food spoilage to a Mrs. Evelyn 
Deveau, operator of a bar and grill at 
Greenvale,, Long Island, N. Y., who suf- 
fered a loss of food as a result of power 
failure. Insurance companies have con- 
tended that such a loss was consequen- 
tial, not direct, and thus not covered 
by the windstorm provisions of extended 
x onsen endorsements. Wires on the 
property were damaged first and later all 
power in the district was shut off. 

Mrs. Deveau insured equipment and 
contents of the bar and grill with the 
Liverpool and London and Globe against 
windstorm damage under extended cov- 
erage. On November 25, 1950, a wind- 
storm blew most of the roof off the 
premises insured and the attendant rain 
leaked into the house. For four days 
the electrical equipment was out of com- 
mission. The deep freeze equipment in 
which was stored a quantity of meats, 
eggs, fruits and vegetables was without 
current or refrigeration, resulting in a 
spoilage of the food, which was ordered 
destroyed by an inspector for the De- 
partment of Health, Nassau County. 

When claim was made to the com- 
pany, its adjuster explained that the 
wind had not affected the food and 
therefore no food loss would be recog- 
nized. 

Attorneys for Mrs. Deveau disagreed 
with the contention of the insurance 
company, advising her that a recovery 
could be had under the terms of the 
policy. As a result an action was com- 
menced in the Municipal Court. 


William Otis Badger, Harry Wieser 
and Kenneth Fox, all of 116 John Street, 
New York, appeared for the plaintiff. 


a & McGuirk and David Fisher, 
of 150 William Street, New York City, 
appeared for the Liverpool. 


Hugh H. Sanford, Special 
For Crum & Forster, Dies 


Hugh H. Sanford, special agent for 
many years for the Crum & Forster 
Group in New York State and highly 
regarded as an insurance man among 
agents and in company circles, died Sep- 
tember 20 from a heart atttack follow- 
ing an operation. He was 52 years old. 
He had been a fieldman for Crum & 
Forster about 25 years, starting in Al- 
bany and then transferring to the New 
York suburban field over 15 years ago. 
He made his headquarters in White 
Plains. 

Mr. Sanford started in insurance in 
Pittsburgh where his father also was in 
the business. At the time of his death 
the elder Mr. Sanford was assistant 
manager for Crum & Forster in Pitts- 
burgh. Hugh Sanford joined the West- 
chester a few year after entering insur- 
ance and later the Westchester became 
a member of the Crum & Forster Group. 
VERMONT AGENTS. MEET 

Richard C. Hubbard of Middlebury, has 
been reelected president of the Vermont 
Association of Insurance Agents. C. 
Prescott Hoffman of Brattleboro was re- 
elected vice president. E. A. Desrosier 
of Cambridge continues as chairman of 
the executive committee and Russell A. 
Reed as secretary-treasurer. George W. 
suck of Bennington is state national 
director. 


GEORGE ROBINSON DIES 
George Robinson, 49, an insurance 
producer of Kenmore, N. Y., died 7 
tember 19 in his home. His wife and < 
son survive. 


Congressional Bills 
For Flood Insurance 


IN BOTH HOUSE AND SENATE 


House Measure Would Create Agency 
for Program of Reinsurance; Re- 
volving Fund Asked in Senate 


Three midwest Republican Senators 
last week introduced a bill (S. 2148) 
to establish a National Disaster Insur- 
ance Corporation—similar to the old 
War Damage Corporation. The _ pro- 
posed new agency would be given $50,- 
000,000 to establish a program of rein- 
surance of private insurance companies 
for “reasonable cost insurance” against 
property loss or damage caused by flood, 
tidal wave, earthquake or hurricane. 
The bill was sponsored by Senators 
Frank Carlson (Kans.), Andrew F. 
Schoeppel (Kans.) and James P. Kem 
(Mo.). 

On the other side of the Capitol, 
meanwhile, a House Appropriations sub- 
committee is holding closed-door hear- 
ings on President Truman’s proposal 
for a $400,000,000 flood relief and insur- 
ance program. Of this amount, it was 
learned, $200,000,000 would be used for 
indemnification of property losses in the 
recent floods, $150,000,000 wou'd be allo- 
cated for loans in the flood areas, and 
$50,000,000 would be used to set up a 
revolving insurance fund for protection 
against future flood losses. 

Not to Encroach on Private Business 

Sen. Carlson, in a speech explaining 
his bill, told the Senate that “we must 
take steps toward providing some type 
of insurance program for future protec- 
tion.” He emphasized that his proposed 
program would in no way encroach upon 
the commercial insurance business. “Any 
Federal disaster-insurance program es- 
tablished can and, I believe, should be 
based on a partnership with the private 
insurance industry and not be in direct 
competition with the insurance indus- 


try,” Carlson declared. “The Federal 
program should in no way duplicate the 
performance of functions with respect 
to disaster-damage insurance which can 
be better performed by utilizing the staff 
and records of the private insurance 
carriers of the nation.” 

Sale of disaster insurance policies or 
endorsements to fire and extended cov- 
erage policies should be handled by 
insurance agents, Carlson stated, and ad- 
justment of claims handled by the reg- 
ular claim-adjusting organizations and 
procedures of the insurance companies, 
and the Federal corporation should act 
as “a reinsurance or underwriting agen- 
cy only.” 

Sen. Carlson recommended that the 
corporation be authorized to establish 
“sound limitations” to be incorporated 
in the damage policies. Among those 
that should be considered, he said, is a 
minimum claim limit of not less than 
$100 and perhaps even higher, a clear 
definition of what damage will be con- 
sidered to constitute disaster damage, 
and a limitation on the insurance of 
contents and any movable fixtures to a 
coinsurance maximum of 75 or 80% in 
order to give the property owner added 
incentive to “make every effort to re- 
move such items in danger when warned 
by the Federal and state agencies of 
the possibility of flood damage.” 

The Carlson measure was referred to 
the Senate Banking and Currency Com- 
mittee. 


N. Y. Insurance Women 
To Plan Year’s Program 


The Insurance Women of New York 
will hold their first meeting of the sea- 
son at the Continental Insurance Co., 80 
Maiden Lane, New York, Monday eve- 
ning, October 1, according to Mary R. 
Regan, president. They will plan their 
work for the year and also be enter- 
tained by Leone Martin of the Royal 
Insurance Co, with a review of her two 
month’s tour in Europe. 
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Allyn Sees Agent of 
Future Better Qualified 


MUST BE WORTHY OF HIS PAY 


Connecticut Commissioner Finds Com- 
panies Supporting Stricter Qualifi- 
cation Requirements in Law 


Connecticut Insurance Commissioner 
W. Ellery Allyn is confident that as 
time passes local agents will continue 
to become better qualified to serve the 
insurance requirements of their as- 
sureds. Addressing the 53rd annual 
meeting of the Connecticut Association 
of Insurance Agents on Wednesday at 
the Hotel Taft in New Haven, Conn., 
Allyn said that at the present time 
the Connecticut Department is conduct- 
ing more comprehensive examinations, 
based on outlines prepared by the De- 
partment and by the all-industry com- 
mittee. 

“The result of the efforts to pass our 
new examinations was discouraging,” 
Mr. Allyn said. “Apparently, very few 
applicants had received any greater 
training than was required under the 
old examinations, and the number fail- 
ing to obtain a passing mark sharply 
increased. We had difficulty convincing 
some of those in charge of training 
that we meant what we had said about 
our more comprehensive examinations. 

“Nevertheless, we are holding our 
ground, and it was gratifying and 
pleasing indeed to the members of my 
staff, and to me personally, to receive 
the following letter, dated August 23, 
and I quote: 

“*There has been considerable weep- 
ing and gnashing of teeth among the 
insurance people concerning the new 
method of insurance examinations. I 
must confess that when I sent people 
to Hartford and they failed, I was not 
too happy about it. I have since that 
time, however, changed my opinion. 

“*T now feel that in the long run, it 
is going to be to the advantage of the 
insurance business to have agents in 
the field that really know the insurance 
business. Furthermore, we owe it to 
the public to have qualified agents to 
advise them.’ 

“Since last February when we an- 
nounced our new examinations, we 
have received a number of requests 
from other State Insurance Depart- 
ments for additional information. | 
think this to be a pretty good indica- 
tion of a national trend, and that the 
era of free and easy appointment of 
insurance salesmen is on the way out. 

“Search as I may through these al- 
most 4,000 years of insurance history, 
I can find no record or evidence of 
insurance becoming an integral part 
of the economic fabric of our country, 
or any other country, until there came 
into being the insurance agent and the 
American Agency System. The agent, 
as we know him, is an institution that 
developed in this country and is pecu- 
liar to this country. Whatever part he 
may have played, the fact is that Amer- 
ica today is the most insurance pro- 
tected country in the world; making 
possible individual enterprise and the 
Pekaten of risks that has made us 
an industrial nation far outstripping 
any other nation in the world in per 
capital production of goods.” 





Great American Advances 
W. W. Custance, C. N. Wight 


The Great American announces ap- 
pointment of Walter W. Custance as 
agency superintendent at the New Yor 
City office with jurisdiction over the 
New Jersey and the New York suburban 
department. 

To succeed Mr. Custance the com- 
pany has named Special Agent C. Neville 
Wight, who will have headquarters at 


926 Public Ledger Building, Philadelphia. 
Mr. Wight joined the Great American 
after finishing his schooling in East 
Orange, N. J. He has had thorough train- 
ing at the home office as well as field 
experience. 
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Sherwood Hits Minor 
Rackets in Adjusting 


CONTRACTORS SOLICIT WORK 


Large Percentage of Cigarette Claims 
Found in Detroit Survey; Opera- 
tions of Public Adjusters 


Operation in Detroit of a temporary 
field office for fire and extended cover- 
age losses by the National Board of Fire 
Underwriters has brought into the lime- 
light some interesting practices in loss 
adjustments. According to Donald B. 
Sherwood, general adjuster of the Na- 
tional Board, who addressed the West- 
ern Underwriters Association meeting 
last week, this survey was assisted by 
the Detroit Association of Insurance 
Agents, the Michigan Association and 
the Michigan field clubs. Discussing cer- 
tain over-eagerness at times by assureds 
to get temporary repairs made after 
losses Mr. Sherwood told the WUA 
company executives: 


Building Losses 


“While, of course, the standard policy 
provides that the insured shall protect 
his property from further damage after 
a loss occurs, there appears in Detroit 
an unusual emphasis in this direction. 
True it is that in storm losses we 
broadcast an appeal to policyholders to 


make necessary temporary repairs to 
protect their property from further 
damage. However, we do not visualize 


a close relationship between agents and 
adjusters and contractors to the point 
where contractors are called out any 
hour of the day or night to make tempo- 
rary repairs without any consideration 
as to the advisability or necessity of 
such temporary repairs. For example, 
one proof of loss is recalled involving 
a windstorm claim of $51.40. Included 
in that figure is an item of $15 for tem- 
porary repairs. 

“It follows that the contractor making 
these temporary repairs believes he has 
a right to make the permanent repairs 
and, at least in one instance, such a 
contractor fearful that he would not get 
the job of making permanent repairs 
explained to the agent, who had called 
him in the first instance, that if he 
were permitted to make the permanent 
repairs he would absorb any and _ all 
depreciz ation. : 

“One repair contractor without hesi- 
tancy told me about ‘his agents’ from 
whom he solicited repair work and this 
contractor became quite incensed when 
it appeared to him he might not secure 
the permanent repair work. 


Contents Losses 


“One or two upholstering and reno- 
vating repair shops in Detroit appear 
to specialize in fire losses,’ Mr. Sher- 
wood continued. “Here again, at least 
one such shop has a big sign in front: 
‘Fire Loss Repairs.’ While we are not 
aware from actual proofs of loss received 
to date as to the actual situation, it has 
been stated that many times these re- 
pairing concerns come with their van 
to the premises of the insured, take out 
all of the household goods affected by 
the fire, prepare an inventory of dam- 
aged and undamaged goods and eventu- 
ally return the furniture with a state- 
ment to the adjuster as to the cost of 
repairs, 

“It appears then more often than not, 
whether it is a building loss or contents 
loss, there is a growing disposition to 
place the insurance company in the 
position of arranging for the repairs 
with the request that the name of the 
repair contractor or the repair shop be 
included in the loss draft. Certificates 
of satisfaction appear to be used to a 
great extent. 


Cigarette Losses 


“We have been impressed with the 
number of cigarette scorch losses that 
are apparently acknowledged by adjust- 
ers and paid by companies without ques- 
tion. It is not unusual to see a proof 
of loss for $10 or $15 for reweaving 
clothing, with a certificate of satisfac- 
tion attached requesting payment to 
the reweaving concern. Other proofs 








DONALD B. SHERWOOD 


of loss indicate that refinishing of tables, 


desks and the like has been made. As 
of the end of August, 36% of all proofs 
received was for cigarette losses. While, 
admittedly, the dollar loss involved is not 
great in any one of these claims, the 


aggregate loss—both fee and expense— 


will amount to a very substantial sum in 
a short space of time. 

“Public adjusters are active in their 
solicitation of losses direct with the 
policyholder,” Mr. Sherwood stated. “As 
an example, as we were returning from 
lunch with the inspector of the Arson 
Bureau of the Detroit Fire Department 
an ‘all out’ signal was received. The 
inspector recalled that he had heard 
the alarm come in about an hour ago 
and thus he thought we might be inter- 
ested to go to the scene of the fire. 
I presume we arrived at the scene per- 
haps fifteen minutes after the apparatus 
had left only to learn that one public 
adjuster had already solicited the loss. 
While we were there, a second public 
adjuster called and a third public ad- 
juster chee shortly thereafter. 

“Some public adjusters have short- 
wave radios and mobile phones with 
solicitors in various parts of the city 
so that prompt solicitation may be made. 

“A public hearing was held Septem- 
ber 6 in Detroit upon the complaint of 
one group of public adjusters. Last week 
the Attorney General ruled that an in- 
dividual may well be a public adjuster 
and a contractor but, if so, all of his 
activities are to be governed by the 
rules and regulations for a public ad- 
juster. We believe this means that the 
contract now used by one contracting 
firm, which is owned and operated by a 
public adjuster, will be substantially 
altered. 

“In connection with public adjusters 
representing insureds, it is interesting 
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to observe that at least one adjuster 
stated that if loss is not delayed or 
complicated, no mention is made of 
representation of insured by a _ public 
adjuster in the adjuster’s transmittal let- 
ter to the company. 

“Of course, on the 
report in answering the question: ‘If 
insured is represented by adjuster or 
attorney, give name’ the insured’s rep- 
resentation is shown but then, if it is 
a public adjuster, no mention of that 
fact is made. 

“Specifically, in one loss that came 
to my attention, the adjuster in his clos- 
ing report merely said: ‘Also attached 
is a letter from the insured requesting 
name of Blank Contracting Company 
be included in draft.’ It appears to me 
that the adjuster might well have added 
the fact that Blank Contracting Com- 
pany is owned and controlled by Mr. 
Blank, public adjuster, and that same 
information should appear on the con- 
fidential adjuster’s loss report. 

“Our practice has been to inspect 
losses upon receipt of the Loss Index 
Card and before the loss is concluded 
and proof taken. To assist us in mak- 
ing more inspections per day, we have 
enlisted the members of the Michigan 
Fire Underwriters Association and the 
Michigan Bureau Field Club. Because 
of the great number of fieldmen travel- 
ing Wayne County, only one fieldman 
per day per month, or perhaps one and 
one-half months, has been requested 
to use his car and spend five or six 
hours a day with us making on-the- 
ground inspections. With the familiarity 
of the territory by the fieldmen, a great 
many inspections each day can be made. 
This will be most helpful to us and we 
thing it will be helpful to the fieldmen 
because we can discuss with them our 
common problem of loss adjustments 
and they, in turn, can educate the 


National Board 


agents in proper loss adjusting prac- 
tices.” 

Public Adjusters Act 
The National Association of Public 


Adjusters announces that it will conduct 
an investigation of loss adjustment prac- 
tices in Detroit which were criticized 
in the report of Donald Sherwood of the 
National Board of Fire Underwriters. 
President William Goodman, Baltimore, 
of the public adjusters’ association was 
to meet this week with representatives 
of the Michigan Insurance Department 
in an attempt to “clean house.” Chair- 
men of the grievance and public rela- 
tions committees were to accompany 
Mr. Goodman. ; 


Six Promotions Made by 
New England Rating Body 


Six members of the New England Fire 
Insurance Rating Association are being 
promoted as of October 1. The changes 
are as follows: 

Herbert P. Bruce to assistant mana- 
ger in charge of improved risk and pub- 
lic utilities departments. 

Daniel F. Collins to supervisor, im- 
proved risk department. 


John F. Hart, divisional manager, 
Bridgeport, Conn. 

Rudolph E. Rahm, assistant divisional 
manager, Bridgeport. 


Benjamin A. Chase, assistant divisional 
manager, Boston. 

Robert H. Stocker, Jr., 
of rating. 


superintendent 


E. C. Steinsieck’s New Post 

Edward C. Steinsieck has joined the 
Penn-Liberty Insurance Co. in Philadel- 
phia as manager of the inland marine 
department. He was formerly with the 
Insurance Co. of North America where 
he served as an inland marine under- 
writer in the Philadelphia office. 

FRED T. ROHLEDER DIES 

Fred T. Rohleder, a lifelong resident 
of Niagara Falls, N. Y., who operated an 
insurance business for 31 years, died 


September 19. He conducted an office 
under his name at 2118 Main Street. He 
was a member of the Niagara Falls In- 
suring Agents Club, Inc. 
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General Average Legal Decisions 
And York Antwerp Rules of 1950 


By Hucu A. MuLLtins 


Hugh A. Mullins, manager of the ad- 
justing department of Rollins Burdick 
Hunter Co. in New York City, and one 
of the nation’s leading authorities on gen- 
eral average in ocean marine loss work, 
presented an up-to-date picture of general 
average legal decisions and an explanation 
of the York-Antwerp Rules of 1924 and 
1950 in an address he made before the 
American Bar Association in New York 
City last week. His presentation of the 
principles of general average, how it ts 
applied in specific cases and how United 
States law and British law differ in their 
interpretations of general average  situa- 
tions follows herewith: 

The principle of general average is 
recognized in the maritime laws of all 
nations and it is this universality that 
has led in recent years to the York- 
Antwerp Rules which form the subject 
of the latter part of this address. 

First let us look at the principle of 
general average as recognized in the 
United States. What is general average ? 
Clifford J. in delivering the judgment of 
the United States Supreme Court in the 
famous Star of Hope (b) case defined 
general average as follows: 

Principle of General Average 

“General average is a contribution by 
all the parties in a sea adventure to 
make good a loss sustained by one of 
their number on account of sacrifices 
voluntarily made of part of the ship or 
cargo to save the residue and lives of 
those on board from an impending peril, 
or for extraordinary expenses neces- 
sarily incurred by one or more of the 
parties for the general benefits of all the 
interests embarked in the enterprise.” 

I invite your particular attention t 
the words “for the general benefit.” 
Story J. in Columbian vs. Ashby (c) 
speaks of “the common benefit.” Clif- 
ford J. in Hobson vs. Lord (d) speaks of 
“the joint benefit of both ship and 
cargo.” 

Gray J. in Ralli vs. Troop (e) refers 
to “the benefit of the whole adventure.” 
Pitney J. in the Jason (f) case refers 
to the “resultant benefit to the adven- 
ture.” 

All the above judgments are those of 
the United States Supreme Court and 
it may be taken without further argu- 
ment that the aim of a general average 
act is the general or common or joint 
benefit of the interests conjoined in a 
maritime adventure. I emphasize this 
point as it will be necessary later to con- 
trast it with the aim of a general aver- 
age act as defined by York-Antwerp 
Rules 1950. 


) 


Major Essentials 

The essentials of general average are 
(1) that there be a real, not imaginary, 
peril threatening all the associated inter- 
ests—though not necessarily all in the 
same degree, (2) that an act be per- 
formed which act may take the form 
of a sacrifice of part of the interests 
for the purpose of averting this peril 
or the making or incurring of an ex- 
traordinary expenditure, (3) that the act 
be at least partially successful, (4) that 
what is saved contributes proportionately 
to the sacrifire or expenditure. 

In judging whether or not an expen- 
diture is extraordinary it must be borne 
in mind that the ship owes a duty to 
the cargo under the contract of car- 
riage and expenses in connection with 
the normal discharge of this duty can- 
not be classed as extraordinary for gen- 
eral average purposes. Moreover, the 
cargo is entitled to the use of the ship 


and all her appurtenances in time of 
storm as well as in time of calm and 
the use of any part of the ship for its 
intended purpose—even though the use 
be excessive—does not constitute a sacri- 
fice of vessel. 

It must be shown that the thing 
claimed as a sacrifice was either put to 
an unintended use or was used under 
conditions that made its loss highly 
probable. The wse of her engine to drive 
a ship through the water is normal, its 
use to force her off the strand is ab- 
normal and any resultant damage is of 
the nature of a general average sacrifice. 

Leading Court Decisions 

A general average act carries its nat- 
ural consequences along with it. Any- 
thing that the master foresaw or should 
have forseen as a possible consequence 
of what he did comes within the scope 
of general average. In the Star of Hope 
(b) case the vessel bound from East 
Coast points to West Coast points round 
the Horn caught fire when she was pro- 
ceeding down the Patagonian Coast. 
Efforts to extinguish the fire were un- 
availing and as there was explosive ma- 
terial in the affected hold the vessel 
was in grave danger. The captain stood 
in towards the land with a view to en- 
tering one of the numerous bays and 
there taking more effective measures 
when the ship was in protected and 
shallow water. 

Unfortunately the bay he approached 
was uninhabited. Consequently no pilot 
responded to the captain’s signals and 
he was compelled to proceed in blindly. 
Constant use was made of the sounding 
lead to avoid the vessel’s stranding, but 
nevertheless she did strand. The fire 
was extinguished and the adventure 
eventually completed. The United States 
Supreme Court held the stranding to be 
a consequence of the general average 
act. 

In Columbian vs. Ashby (c) a loaded 
schooner was dragging her anchors dur- 
ing a gale and was voluntarily stranded 
by the master for the common safety. It 
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proved impossible to refloat the vessel 
later and she became a total loss. The 
cargo was saved. Cargo interests en- 
deavored to argue that the total loss of 
the vessel was not to be considered as 
a consequence of the general average 
act as it was not within the contempla- 
tion of the master. The United’ States 
Supreme Court, however, decided that 
the possible total loss of the vessel must 
be considered as having been contem- 
plated by the master and that the loss 
was allowable in general average. 
Voluntary Beaching 

In Norwich and New York Transpor- 
tation Co. vs. Insurance Co. of North 
America (g) a loaded vessel struck a 
rock and was in danger of sinking in 
deep water. The master decided to 
beach the vessel on what he took to be 
a sandy beach. The sandy beach proved 
to be soft mud. As the tide fell the 
vessel settled in the mud and was held 
fast. When the tide rose the vessel re- 
mained held by the mud and water en- 
tered through the cargo ports and did 
considerable damage to cargo which had 
not been damaged as a result of the 
striking on the rock. It was held by the 
District Court and confirmed on appeal 
that the cargo damage was properly al- 
lowable in general average as a conse- 
quence of the voluntary beaching of the 
vessel. 

It will be noted that constant refer- 
ence has been made above to the master. 
Generally speaking, the responsibility 
for the performance of the general aver- 
age act rests upon him. 

In the early days of maritime com- 
merce the master was the shipowner and 
merchants traveled with their goods. 
Consequently when a gale arose and it 
was necessary to make a sacrifice to 
avoid the loss of ship and cargo, the 
shipowner could confer with the cargo 
owners on the spot and what was done 
had the approval of all parties concerned. 
As commerce grew in scope, shipowners 
employed masters to run their ships and 
merchants no longer traveled with their 
goods. In these altered circumstances 
the maritime law deemed the master in 
time of emergency to be clothed with 
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the authority of all concerned and to 
be empowered to do what he thought 
necessary for the benefit of the ship 
and cargo. What the master does in 
such circumstances is usually approved 
by the courts provided he has acted in 
good faith. 
(To Be Continued) 


Atlantic Mutual Leases 
New Los Angeles Quarters 


The Atlantic Mutual, oldest mutual 
marine insurance company in the United 
States, has leased for its Los Angeles 
office for a long term of years a large 
section of the sixth floor in the first of 
the three 12-story (limit height) air- 
conditioned office buildings under con- 
struction at 3440-50-60 Wilshire Boule- 
vard, Los Angeles, it is announced by 
Norman Tishman, president of the Tish- 
man Realty & Construction Co., Inc., 
builder-owner of the $12,000,000 project. 

Atlantic Mutual’s present Los An- 
geles office, part of its Pacific division, 
has been located at 510 West Sixth 
Street since February, 1947. The new 
quarters will be occupied immediately 
after the Atlantic completes its own 
special interior alerations next month. 


National Union Appoints 
Beach Marine Special 


The National Union Fire of Pitts- 
burgh, announces appointment of Joseph 
B. Beach as marine special agent. He 
has been assigned to Texas and will 
be associated with State Agents Wright 
and Allen headquartering at 408 Wilson 
Building, Dallas. 

Mr. Beach was born and reared in 
Hartford. Following completion of his 
education he began his insurance expe- 
rience in the home office of a company 
located in that city serving in various 
capacities for more than five years. 
War intervened and he was in the 
armed forces for five years. Following 
release, Mr. Beach returned to the 
insurance business as a special agent 
and was transferred to Texas, subse- 
quently entering a local agency. 





Navarre Named Receiver 
For Dearborn National Cos. 


Commissioner Joseph A. Navarre of 
the Michigan Insurance Department has 
been named receiver for the Dearborn 
National and Dearborn National Casual- 
ty under an order signed by Judge Louis 
A. Coash of Ingham county circuit 
court. 

The companies, represented by their 
counsel and vice president, John T. 
Higgins, presented final oral arguments 
on the Department’s receivership peti- 
tion. They were given a 20-day stay 
for possible appeal before they will be 
forced to turn over all books and rec- 
ords and surrender control completely 
to the receiver. 

Higgins, who was accompanied to 
court by the companies’ president and 
founder, David F. Broderick, argued, as 
in past appearances, that the court 
should accord the companies more time 
to perfect a promised reorganization 
into a single multiple-line carrier. That 
plan originally was predicated on an 
RFC loan application which was_ulti- 
mately rejected but company officials 
then proposed that a smaller company 
be formed on the basis of new cap!- 
tal obtained through loans on_ non- 
admitted assets. The companies encoun- 
tered difficulties through interlocking 
corporate interests of Mr. Broderick. 
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Roosevelt Affiliates 
With Markel Service 
MAKES DEAL IN RICHMOND, VA. 
Son of Late President Will Represent 
Long Haul Trucking Writer on 


Pacific Coast 


Richmond, Va—Markel Service, Inc., 


Richmond insurance corporation, with 
offices throughout the country, an- 
nounces that it has entered into an 


arrangement with James Roosevelt, son 
of the late President, by which he will 
become affiliated with the firm. 

Mr. Roosevelt’s insurance organization 
in California, it was explained, will be- 
come affiliated with the Markel organi- 
zation in Los Angeles, San Francisco, 
Seattle, and Portland, Ore. An official 
of Markel Service, Inc., said that the 
company’s offices will be maintained on 
the West Coast but that they will handle 
insurance risks written by the Roosevelt 
organization. 

The West Coast Markel offices do not 
operate agencies at the present time, he 
said. 

Connection Effected at Richmond 

The connection was effected at a meet- 
ing here September 19 of Mr. Roosevelt 
with Markel officials. Mr. Roosevelt left 
immediately after the conference for his 
headquarters in Los Angeles. 

Markel Service, Inc., specializes in the 
writing of liability insurance on long- 
haul trucks, buses, and automobiles. and 
other long-haul transportation services. 

Officers of Markel Service, Inc., are 
S. A. Markel, chairman of the board; 
I. S. Markel, vice president, and Mark 
Hart, president of the American Plan 
Corp., a Markel affiliate. 

Mr. Roosevelt was accompanied by 
Thomas Wakeling, a business associate 
in Los Angeles. 

Mr. Roosevelt explained that he came 
to Richmond, although Markel has ad- 
ministrative offices on the West Coast, 
because he wanted to learn exactly what 
type of insurance Markel handles. 


New York CPCU’s Plan 


For Designation Luncheon 
The New York Chapter of the Society of 
Chartered Property & Casualty Under- 
writers met at a luncheon in honor of 
the newly designated CPCU’s in the New 
York area. There were 50 CPCU’s pres- 
ent at the meeting which was held at 


the Railroad and Machinery Club, Sep- 
tember 20. 
Don Chadwick, chairman of the pro- 


gram committee announced plans for the 
designation luncheon which will be spon- 
sored by the chapter. It will take place 
Wednesday, October 17, at the Biltmore 
Hotel. The principal speaker will be 
Russell Gallagher, insurance manz ger for 
the Philco Corp. Reservations for the 
luncheon will cost $5 and may be se- 
cured through the New York Chapter. 
This designation luncheon is an annual 
meeting where those of the New York 
area who earned their designation re- 
ceive it officially. 


T. L. Bean Retires From 
Royal-Liverpool Group 


The Royal- Liverpool Insurance Group 
announces the retirement of T. L. Bean, 
vice president of the Royal Indemnity 

0. 

Mr. Bean joined the group in 1923 as 
superintendent of the Globe’s accident 
department. In 1930 he was appointed 
Production manager of the Eagle and, 
four years later, of the Royal. Mr. Bean 
was elected vice president of the Royal 
Indemnity in 1944, 


ELECT JAMES B. DONOVAN 


Now Chairman, Committee on Insurance 
Law, Association of the Bar of 
City of New York 

James B. Donovan of Watters, Cowen 
and Donovan, 161 William Street, has 
been named chairman of the Committee 
on Insurance Law of the Association of 
the Bar of the City of New York for 


JAMES B. DONOVAN 


the coming year. The announcement was 
made by Whitney N. Seymour, president. 

The members of the committee in- 
clude: Oscar R. Houston, George E. 
Johnson, William E. Jordan, A. Alan 
Lane, Joseph C. Wilberding, Joseph H. 
Collins, Samuel R. Feller, Harry ih Mc- 
Callion, Daniel J. Reidy, David A. Tick- 
tin, P. Hodges Combier, Harry i Gair, 
Robert H. Kilroe, Denis B. Maduro, and 
Francis Van Orman. 


OPS Claim Adjustment Order 

In Washington, D. C., the Office of 
Price Stabilization has issued a general 
over-riding order (No. 14) which has 
granted an exemption from all price con- 
trol with respect to fees, rates and other 
charges for claim adjustment in the in- 
surance industry. 

The order was issued upon application 
made by the General Adjustment Bu- 
reau, represented by Watters, Cowen & 
Donovan, New York City and Washing- 
ton attorneys. 








McGrath Observes 25th 
Anniversary With Travelers 





GEORGE P. 
McGrath, 


McGRATH 


manager of com- 
and automobile lines 


New York City, 


George P. 
pensation, liability 
of the 55 John Street, 
office of the Travelers, celebrated his 
25th anniversary with the office Sep- 
tember 27. That evening, he was guest 
of honor at a dinner--at the George 


Washington Hotel, with Dean M. 
Parker, general manager of casualty, 
fidelity and surety lines in the 55 


John Street offices, as toastmaster. 
Present at the dinner were Mr. Mc- 
Grath’s associates and a group from the 


home office in Hartford, including Vice 
Presidents Harold A. McKay and 
George E. Peterson, Secretary Lester 
A. Kiein, Assistant Secretary John F. 


Harris and Assistant Superintendent of 
Agencies Albert N. Graves. 


CALLS COMPENSATION HEARING 





Director Leggett of Missouri Will Hold 
Public Meeting to Consider Rate 
Revision and Other Matters 

Insurance Superintendent C. Lawrence 
Leggett of Missouri has called a public 
hearing in Jefferson City, in October, for 
consideration of the following workmen’s 
compensation subjects: 

Proposal for a general revision of the 
prevailing workmen’s compensation in- 
surance rates for Missouri. 

Miscellaneous proposals regi arding edi- 
torial and classification changes for the 
workmen’s compensation manual. 

Any other phase of the business of 
workmen’s compensation insurance in 
Missouri. 

Mr. Leggett directs attention to the 
fact that the National Council on Com- 
pensation Insurance has proposed that 
the annual rate revision be changed from 
December 31 to November 1 each year. 





ACCIDENT 
SICKNESS 


today for full particulars? 


T. W. MOCK, President 





OPPORTUNITIES IN SELLING 


HOSPITAL 


If interested in a growing organization where the oppor- 
tunities for expansion are great, and whose policies are broad 
in coverage and priced to sell, get in touch with us, You will 
like the friendly service of our organization. Why not write 


NATIONAL 
ACCIDENT AND HEALTH INSURANCE COMPANY 


of Philadelphia 
242-244 S. 8th St., Philadelphia, Pa. 


SURGICAL 








CHANGES CODE PHRASEOLOGY 


Compensation Insurance Rating Board of 
New York Takes Steps in Relation 
to Civil Defense Activities 

The classification and rating commit- 
tee of the Compensation Insurance Rat- 
ing Board of New York has adopted 
and the Superintendent of Insurance hz AS 
approved amended phraseologies of 
codes to bring them into harmony with 
the sections dealing with civil defense 
activities only, performed by paid fire- 
men and policemen of municipali ties 
and civil defense volunteers, auxiliary 
policemen, etc.: 

Civil defense activities only, performed 
by employes (other than paid firemen or 
policemen) of munici ipalities or other 
political subdivisions of the state who 
are not otherwise within the coverage 
of the workmen’s compensation law, 
only to the extent of authorized civil 
defense services performed in the course 
of their employment or in relation there- 
to. 

Civil 


auxiliary 


defense volunteers—other than 
firemen and policemen and 
rescue squads—activities in authorized 
civil defense services only to the ex- 
tent not covered by Article 10 of the 
workmen’s compensation law. 

This classification is applicable only 
to counties or cities which have created 
local offices which sponsor or authorize 
such civil defense services under the 
State defense emergency act, and which 
have elected to bring such services with- 
in the coverage of the workmen's 
compensation law. 


The Insurance Buyer Sold by 
Roger Budlong to L. A. Mack 


The Weekly Underwriter, president of 
which is L. A. Mack, has bought The 
Insurance Buyer of New York with 
which had been merged the National 
Insurance Producer. Roger W. Budlong, 
editor of The Insurance Buyer, came 
here four years ago from Chicago where 
he had been publishing the paper, and 
began its publication here. Mr. Bud- 
long, who has joined the insurance edi- 
torial staff of The New York Journal of 
Commerce, has been retained by Mr. 
Mack as editor of The Insurance Buyer 
in an advisory i 


Brees 


Wikia: of Safety Award 





Reginald L. Price and Frank H. Hawk 


Price, of Charlotte, N.C., 
chairman of the National Association of 
Insurance Agents’ accident prevention 
committee (at left) presenting state 
award of Association of Casualty & 
Surety Companies to Frank H. Hawk 
of Peoria, president of Illinois Associa- 
tion of Insurance Agents, at NAIA con- 
vention in Chicago recently. With 58 
local boards participating in one or 
more of five safety activities last year, 
and solidly supporting driver education 
courses in high schools, the Illinois 
association won top honors for the most 
effective accident prevention program. 


Reginald L. 
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Leslie Speech Sparks Joint Convention 


Automobile Insurance Problem Held a Challenge to Entire Casualty-Surety 


Industry; Company Executives Elect Jackson and McGinnis; 


White Sulphur Springs, W. Va., Sept. 
25—At this morning’s business meeting 
of the International Association, with 
President Platts presiding, a resolution 
of ap preciation was passed in recogni- 
tion of “the authoritative and scholarly 
address on the subject of automobile 
insurance rate making” delivered by 








HAROLD P. 


William Leslie, National Bureau of Cas- 
ualty Underwriters, at yesterday’s joint 
convention session. 

In another resolution Retiring Presi- 
dent Platts was commended for his fine 
service during the past two years. “He 
has given generously of his time in fur- 
thering the best interests of both this 
association and the industry of which 
it is a part,” the resolution read. 

A final resolution expressed the thanks 
of the association to its officers, com- 
mittees and staff “for their tireless and 
effective efforts to make this annual 
meeting an enjoyable and_ successful 
event.” 

Total attendance at the 
topped the 300 mark. 

Indicative of the keen interest in the 
current automobile insurance situation, 
which was the big topic of this conven- 
tion, the arrival this morning of Robert 
W. Sheehan, feature writer of Fortune 
magazine, was significant because he is 
here to interview company executives 
and agents. Results of his findings on 
the automobile situation will appear in 
an early issue of Fortune. 

Name Change Authorized 

Before another year goes by the Inter- 


JACKSON 


convention 





Commissioners Are Welcomed 

White Sulphur Springs, W. Va., Sept. 
24—Four Insurance Commissioners were 
welcomed to the joint casualty-surety 
convention of company executives and 
aegnts which opened here this morning. 
Introduced by President Holton R. Price 
of the agents’ group they were: Allyn of 
Connecticut; Bohlinger of New York: 
Chesney of Maryland, and Crichton of 
West Virginia. Cheek ‘of North Carolina 
and Murphy of South Carolina will ar- 
rive tomorrow. 





Agents Choose McKown, 


Earls and Sisk 


By Wattace L. Criapp 











White Sulphur Springs, W. Va., Sept. 25—New officers of the International 
Association of Casualty & Surety Underwriters and the National Association of 
Casualty & Surety Agents were elected here today, as follows: 

INTERNATIONAL ASSOCIATION OF CASUALTY & SURETY 
UNDERWRITERS 

President, Harold P. Jackson, president, Bankers Indemnity Co.; vice president, 
Ray E. McGinnis, president, Central Surety & Insurance Corp.; executive com- 
mittee chairman, George D. Mead, president, Glens Falls Indemnity Co. Paul Ruth- 


erford, president, 


Hartford Accident, was retained on the executive committee 


and new members are Herbert P. Stellwagen, executive vice president, Indemnity 
Insurance Co. of North America; Otto Patterson, executive vice president, Ameri- 
canAssociated Group; Beverly Howard Mercer, president, Fidelity & Deposit Co. 


NATIONAL ASSOCIATION OF CASUALTY & SURETY AGENTS 
President, Lyle S. McKown, Minneapolis; vice presidents, Thomas W. Earls, 
Cincinnati, and Paul Sisk, Tulsa, Okla.; secretary, Robert E. Stitt, Chicago; treas- 
urer, Alice M. Foy, Chicago (both reelected); chairman, board of directors, Holton 
R. Price, Jr., St. Louis, retiring president; directors—Robert N. Bowen, Indian- 
apolis; John C. Griswold, New York; A. E. Allsopp, Newark, N. J.; M. L. Taylor, 
Los Angeles; Wheaton A. Williams, Minneapolis. 











national Association will have ch: inged 
its name. At this meeting the executive 

committee was authorized to choose a 
new name which will be more in keep- 
ing with its nature. It is not interna- 
tional in scope at this time. Plans are 
also in the making for a membership 
drive which will be conducted by a new 
committee to be appointed by President 
Jackson. 

The 1952 joint convention, it was de- 
cided, will be held here at the Green- 
brier but in October rather than Sep- 
tember. 

Recognition to Fetzer and Burras 

White Sulphur Springs, W. Va., Sept. 
25—At the business session of the Na- 
tional Association of Casualty & Surety 
Agents here today recognition was 
paid to Wade Fetzer, Sr., Chicago, who 
continues on the board. One of the 
founders and first president of the asso- 
ciation in 1913, Mr. Fetzer is the only 
living member of the original founders 
still active. Regret was expressed at the 
absence of Charles H. Burras, Chicago, 
who served as president for three terms 
and as secretary-treasurer for many 
years. His health did not permit his at- 
tendance. 

Lyle S. McKown, the new president, 
presided at this morning’s session, pinch- 
hitting for Holton R. Price, Jr. retiring 
president. The Prices were hurriedly 
called home to St. Louis when word was 
received of a heart attack suffered by 
Mrs. Price’s mother. A _ resolution of 
sympathy is being sent to Mrs. Price, 
expressing the hope for her mother’s 
speedy recovery. 


Pass Commission Resolution 


Passage of a resolution on producer 
commissions and one on highway safety 
featured the meeting. As read by Cliff 
>. Jones, Kansas City, resolutions chair- 
man, the commission resolution follows: 
“In view of greatly increased costs of 
production and the unusual services now 
required on the part of producers, and 
the further fact that many classes of in- 
surance represent a loss to producers, 


we recommend to the executive commit- 
tee that immediate action be taken to re- 
examine the agreements and understand- 
ings with the companies that no reduc- 
tion be made in any commissions with- 
out a ratable reduction being borne by 
them.” 

Giving recognition to the Association 
of Casualty & Surety Companies for its 
constructive work in disseminating in- 
formation to the public to bring about 
reduction in number and severity of 
highway accidents, the second resolution 
pledged the cooperation of the associa- 
tion to this and all organizations seek- 
ing further safety on the highways. At 
the same time, the association went on 
record: “We believe that the diminution 
of producers’ commissions offers no solu- 
tion to this problem.” A final resolution 
extended appreciation to Mr. Price for 
his outstanding job during the past two 
years as president. 

The association voted to continue its 
financial support to the American insti- 
tute for Property & Liability Under- 
writers, Inc., approving $500 contribu- 
tion—same as last year. 


Harrington Makes Report 


Frank Harrington, executive vice 
president, was given the floor and his re- 
port showed the intensity of his activity 
since he took office last May. 

Treasurer Alice M. Foy reported that 
total income for 1951-52 is $17,945, and 
that membership now stands at 407. In- 
dications are that the officers and di- 
rectors will make organized effort this 
year to improve this membership show- 
ing. 

A warm welcome was given to Walter 
M. Sheldon and E. J. Seymour (Mon- 
roe, La.) of NAIA; George S. Middle- 
ton, National Association of Insurance 
Brokers, and Harry E. Cragg, Ameri- 
can Association of Managing General 
Agents, who are attending the conven- 
tion. 

A round table discussion on current 
problems, most of which were outlined 
in Harrington’s report, is scheduled for 


tomorrow morning. Company executives 
have been invited to attend this session. 
Mr. Harrington will preside. 
Banquet Was Social Highspot 
Social feature of this joint conven- 
tion was the banquet held this evening 
at which Lyle S. McKown, the agents’ 





RAY E. McGINNIS 


elected president, was toastmas- 
ter. Entertainment was provided by 
Donna Phillips of Hollywood, soprano, 
who was accompanied at the piano by 
William H. Brewster, automobile man- 
ager, National Bureau of Casuaity Un- 
derwriters. They were introduced by 
J. Dewey Dorsett, secretary-treasurer, 
International Association. Golf tourna- 
ment prizes were awarded by Hal A. 
White, Standard Accident, and Thomas 
W. Earls, Cincinnati, co-chairman of this 
convention committee. 


newly 





Leslie’s Family Hear Him 

William Leslie’s address made a tre- 
mendous hit and no one was happier over 
that fact than Westray Leslie, his wife, 
who listened to it with keen attention. 
With her were William Leslie, Jr., and 
his wife who are here for their first 
White Sulphur casualty convention. 


Surety Producers Hold 
Meeting at White Sulphur 


White Sulphur Springs, W. Va., Sept. 
25—The executive committee of the Na- 
tional Association of Surety Bond Pro- 
ducers met here this morning and 
decided that 1952 annual meeting. will 
be held the latter part of March at 
Hotel Blackstone, Chicago. H. Phelps 
Smith, president of the association, pre- 
sided, and among those attending were 
two past presidents—C. W. Olson of Chi- 
cago and Durel Black of New Orleans. 












a 
" 
a 
















Ba altace 


ae 





i 









September 28, 1951 











Joint-Casualty Surety Convention, White Sulphur Springs, W. Va., September 23-26 





Leslie Sees No Cause For Optimism 
Over Present Auto Liability Rates 


Praises Understanding of Supervisory Authorities in Response 
of Rates to Current Conditions; New Rates Seem Adequate 
for Bodily Injury, Deficient for Property Damage 


White Sulphur Springs, W. Va., Sept. 
24—William Leslie, general manager of 
the National Bureau of Casualty Under- 
writers, told the casualty insurance busi- 
ness here today that there is no reason 
to be optimistic about the present levels 
of automobile liability insurance rates. 

As the featured speaker at the annual 
joint convention of the International 
Association of Casualty & Surety Under- 
writers and the National Association of 
Casualty & Surety Agents, Mr. Leslie 
explained in statistical detail the condi- 
tions that led to the recent rate crisis 
in the automobile liability insurance field, 
the problems that were overcome in 
making emergency increases in rates, 
and the problems that must be met if 
rates are to to kept continuously abreast 
of changing conditions. 


Concerned Over Adverse Results 

“FE, veryone in the business,” Mr. Leslie 
said, “is deeply concerned over the ad- 
verse underwriting results currently be- 
ing experienced, particularly in the 
liability lines. The question uppermost 
in mind is how soon and how effectively 
can relief be expected through necessary 
rate adjustments. Are the rate-makers 
aware of their responsibilities, and are 
they taking the necessary steps to keep 
rates abreast of current conditions ? Are 
the supervisory authorities conscious of 
the serious situation, and are they giving 
sympathetic consideration to rate filings 
designed to bring relief? Rather than 
answer these questions categorically, I 
am going to use them as a background 
for a discussion of the automobile liabil- 
ity rate situation, as I think a discus- 
sion will be sufficiently revealing for you 
to draw your own conclusions.” 

Mr. Leslie traced the ups and downs 
of the automobile liability insurance 
business from 1942 to 1950, showing how 
the companies had an_ underwriting 
profit of $71,000,000 for the three gaso- 
line rationed years 1942, 1943 and 1944; 
how this changed to underwriting losses 
of $31,000,000 in 1945 and $79,000,000 in 
1946; and how early rate revisions failed 
to overtake underwriting losses until 
1949, when the companies showed a 
profit of $29,000,000—the first since 1944. 
Then he told how the violent upswing 
in loss costs began to develop following 
the outbreak of the Korean War. 

Relief Was Imperative 

“When the countrywide figures for the 
first quarter of 1951 were obtained,” he 
said, “the loss ratio for bodily injury was 
61.6% and for property damage 75.3%. 

It was decided that the situation 
Was so serious, and immediate relief so 
imperative, that we would have to rely 
upon the countrywide data for further 
projection of the state experience to the 
level of the first quarter of 1951, and 
would do our best to convince state au- 
thorities of the reasonableness of that 
course. Accordingly, the final projection 
factors were a combination of state and 
countrywide indications. Beginning in 
May of this year, rate revisions have 
been filed in 41 states and territories. 

“We have nothing but the highest 
Praise for the manner in which the su- 
pervisory authorities and their rating 
department staffs reacted to these filings. 
Sure, they wanted to be shown and they 
sought answers to many questions. It 
wasn’t a case of rubberstamp approval 
by any means, but they grasped very 
readily the necessity for recognizing a 
Projection factor, and practically all 
questions revolved about the determina- 
tion of the factor itself. There was 


general insistence that if experience 
trends were to be recognized in the 
ratemaking procedure, they should be 
followed when the trend is downward. 
In general terms, they are sold on the 
principle of responsiveness of rates to 
current conditions—a principle with 
which we are in full accord upon the 
understanding that no hard and _ fast 
formula shall be employed and that op- 
portunity for the exercise of sound judg- 
ment shall be retained as an essential 
element in the ratemaking procedure. 

“Now what is the result of all these 
activities ? 

Beneficial Results Relatively Slight 

“Due to the fact that revised rates do 
not apply to existing business but only 
to new and renewal policies written after 
the effective date, the beneficial results 
will be relatively slight in 1951 calendar 
year. Although this is generally recog- 
nized, I wonder how many of you ap- 
preciate how extremely small will be the 
effect of the increases already granted 
upon the earned premiums that will go 
into the 1951 annual statements. For 
bodily injury the 144% countrywide 
average increase for private passenger 
and commercial cars will effect an in- 
crease of only 1.2% on premiums earned 


WILLIAM LESLIE 


in 1951, and the corresponding property 
damage increase of 11.0% will effect an 
increase of only 0.7% on premiums 
earned in 1951. 

‘Since these filings have been made, 
we have received the data to compile the 
countrywide calendar year loss ratios for 
the second quarter of 1951. Let me read 
you actual reported loss ratios by quar- 
ters, starting with the fourth quarter 
of 1950: For bodily injury they are 
62.2%; 61.6%, and 61.0%. You will note 
how evenly they have run. For property 
damage they are 60.1%; 75.3%; and 
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Count on The Kansas City... 


KNOWING through Experience .. . 
GROWING through Enthusiasm. . . 


The Kansas City is experienced in knowing the value of 
sound underwriting methods; large enough to handle all 
phases of property insurance. It is centrally located in the heart 
of the Middlewest, and capably staffed with “‘agency-minded” 
executives and a field force especially trained to serve you. 


The Kansas City is young and vigorous, alert to new 
ideas and modern ways of doing business. 
Go Forward with The Kansas City . 


KNOWING through Experience... 
GROWING through Enthusiasm .. . 
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59.5%. The bulge in the property dam- 
age loss ratio reported for the first quar- 
ter of 1951 is partly due to seasonal 
causes, and the inference should not be 
drawn from the lower figure for the 
second quarter that a sudden improve- 
ment has taken place. If we adjust the 
premium underlying these loss ratios to 
a current rate basis, and by cyrrent rate 
basis I mean the rates that are in 
effect today reflecting the various rate 
revisions that have been made, we find 
for bodily injurv that the loss ratios 
would be: last quarter of 1950—54.7%; 
first quarter of 1951—54.3%; second 
quarter of 1951—54.0%. These are to be 
compared with a permissible loss ratio 
of 554%. For property damage they 
would be: last quarter of 1950—53.8% ; 
first quarter of 1951—67.9%:; second 
quarter of 1951—54.1%. These are to be 
compared with a permissible loss ratio 
of 51.7%. 
Results Deficient for Property Damage 
Thus, if we were attempting to answer 
the question, ‘Will the new rates prove 
adequate ?,’ we would have to say on the 
face of these figures that they are seem- 
ingly adequate for bodily injury but de- 
ficient for property damage. But it 
must be remembered that bodily injury 
loss costs have lagged behind price in- 
creases and therefore we should antici- 
pate a continued increase in loss costs, 
even without a further increase in prices. 
As the latter seems inevitable, there 
is no reason to be optimistic about our 
present rate levels. In fact, we have 
already been told by several important 
carriers that their countrywide results 
for the month of July were worse than 
any month of the first half of the year. 
“As to whether or not steps are be- 
ing taken to keep abreast of current 
conditions, I would point out first of all 
that arrangements have been made for 
the reporting of supplementary infor- 
mation as a regular part of our statisti- 
cal calls. No longer will it be necessary 
to make a special call to obtain such 
information. At all times we will have 
up-to-date information on average loss 
cost trends, claim frequency trends and 
calendar year experience by quarterly 
intervals countrywide and by semi-an- 
nual intervals by state. In order to 
furnish this information, carriers have 
had to make changes in their statistical 
procedures at considerable additional 
expense. 
Represent Emergency Increase 
“Although it is desirable during nor- 
mal times to revise rates just once a 
year, there is no reason why revisions 
should not be made more frequently if 
the conditions warrant. Accordingly, our 
present filings were made with the un- 
derstanding that they represented an 
emergency increase and that another re- 
view would be made as soon as the 1950 
policy year experience becomes avail- 
able. That should be about November 
of this year, and consequently we in- 
tend starting at that time to go through 
another round of revisions for all the 
states and territories. These revisions 
will involve consideration of territorial 
and class readjustments based upon pol- 
icy year experience through 1950, and 
will also include a review of the bodily 
injury and property damage rate levels 
based upon the trend of experience as 
indicated by the latest available calendar 
year figures. If we have missed the 
mark in any of the states for which 
we have just finished revising rates, 
the correction will come at an early 
date.” 
Proposes 5% Profit Provision in Rates 
Mr. Leslie also discussed briefly the 
proposed introduction of a uniform 5% 
provision for underwriting profit and 
contingencies in all rates (other than 
workmen’s compensation) made by the 
National Bureau of Casualty Underwrit- 
ers. While this proposal remains to be 
cleared with state authorities as_a part 
of any actual rate filings, he said it is 
difficult to see how there could be seri- 
ous opposition. 
Turning to the question of excess 
limits tables, he said: “Concern over the 
(Continued on Page 33) 
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Platts Recommends Management Research 





Says Casualty-Surety Industry Must Get Facts, Apply Those 
Facts to Writing and Selling of Insurance 
and Create Public Understanding 


White Sulphur Springs, W. Va., Sept. 
24—Ralph H. Platts, president of the 
Standard Accident Insurance Co., and 
of the International Association of Cas- 
ualty & Surety Underwriters, in his ad- 
dress at the joint meeting of that or- 
ganization and the National Association 
of Casualty & Surety Agents here today, 
listed the following three immediate 
things that must be done by the casualty 
and surety industry: 

“Management research to get the 
facts; management application of the 
facts to the writing and selling of insur- 
ance; public education to make the facts 
known and understood by the people.” 

Mr. Platts said that if the business 
will do these things together, without 
any sense or to any degree “sacrificing 
the fine competitive spirit of our busi- 
ness, or losing our individuality as inde- 
pendent companies, I have every confi- 
dence that this business will prosper as 
never before, that the probability of 
further governmental interference will 
be minimized if not dissipated and that 
public acceptance will be raised to a 
ee that will insulate us against the 
problem and unreasoné ible expenses that 
plague us at present. 

Need for Management Research 

As to the need for management re- 
search, Mr. Platts said: 

“If you think there is no such need, 
if you happen to believe that we can 
go along in a haphazard state of old- 
fashioned individualism, consider for 
a moment that in the last sessions of the 
various legislatures many bills pertain- 
ing to insurance were introduced and, of 
these, 15 called for state monopolies. 
Again, as of the close of 1950, 135 capi- 
tal stock casualty and surety companies 
were confronted with a serious rise in 
loss and expense ratios for all the lines 
they wrote. These and many others I 
could mention are somewhat disturbing 
facts. As many another industry has 
done, therefore, I think we should look 
for ways and means to advance the in- 
terests of insurance. Proper research 

can develop the facts we need if we 
are to examine all possibilities accurate- 
ly. The inflationary spiral shows no 
signs of subsiding. On the contrary, we 
are told to expect more inflation. Insur- 
ance is a dollar business with the result 
that changes in the dollar value are 
quickly felt in our business. Losses and 
expenses incurred fluctuate with the val- 
ue of the dollar. This is a matter that 
needs examination through sound re- 
search. 

“Personnel is another subject that 
calls for study to the end that we shall 
make our business sufficiently attractive 
to interest and hold capable employes. 

“In passing, I also commend to rating 
organizations the value of research. 

Internal Structure Must Be Sound 

“Certainly I have no thought of sug- 
gesting that the companies should pry 
into one another’s means of internal op- 
eration. I would be the first to resent 
and veto any such proposal. I think 
all of us may agree, however, that if 
we are to go before the public regula- 
tory authorities and the people them- 
selves for approval and acceptance of 
their rate structures, we must be very 
sure that our internal business structure 
is both sound and economically operated. 
I suggest that, without violating the 


rightful and necessary privacy of compa- 
nies as individualities, we can learn a 
lot from an honest exchange of methods 
and opinions. 

“We pool our experience through the 
rating organizations in order to insure 
the fairest and most widely representa- 
tive rate schedules possible. Then why 
should we not within reason pool our 
experience as to business operations to 
the end that the insurance business shall 
be run with the highest possible degree 
of efficiency and economy? In 1950 the 
proportion of company gener al expense 
to net premiums written was 38% for the 
fire companies and 35% for the casu- 
alty companies. How much higher con- 
tinuing inflation may force those ratios 
no one may foretell. However, through 
reasonable examination of such matters 
as company organization, procedures, 
policies, personnel and related subjects 
and an honest pooling of information, 
we may find in common the key to re- 
ducing them. Are we = spending our 
money wisely ? Is it being allocated 
sound] y? What does it cost to write pol- 
icies aa what are the variations by 
line? We should have the most com- 
plete answer possible to such questions 
as these. 

Studies Cost of Operation 

“The Association of Casualty & Surety 
Companies set up the mz wchinery earlier 
this year to begin a study of industry’s 
rising cost of operation. It was the 
‘Workshop on Cost Reduction and 
Control’ in which member companies 


spent several days examining two im- 
portant subjects: ‘The Preservation, De- 
struction and Retention of Records,’ and 
‘Elimination of Duplication.” The com- 
pames that participated in this effort 
sacrificed none of their independence by 
exchanging experience and opinions in 
open forum, Instead, they were so 
pleased that they are now arranging a 
second such ‘Workshop’ this Fall, in 
which the subject for study will be: 
‘Recording in Multiple Line Underwrit- 
ing.’ The greater the number of com- 
panies that participate of course the 
more accurate and the more beneficial 
the results are likely to be. 

“I might remind you that we now 
have uniform accounting by fiat because 
we failed to establish it voluntarily on a 
more practical and economical basis. On 
the other hand, when we were confront- 
ed with the problem of graduation of 
expense by size of risk, we worked it 
out together with the result that a plan 
was developed which is most helpful to 
the industry and the insurance authori- 
ties alike. It is worse than folly to be- 
lieve that other regulations may not be 
forced upon us, possibly with very un- 
pleasant results unless we get the essen- 
tial facts and take such steps as are 
indicated to make the companies’ “rr 
tions most efficient and economical. I do 
not imply that operations at ecu are 
either inefficient or exorbitantly costly. 
I only say that they merit close study 
on the basis of the broadest possible 
experience so that we_ shall know 
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RALPH H. PLATTS 


whether or not they can be improved 
and where. I suspect they can.” 

Taking up the question of whether or 
not management, having obtained the 
facts, will apply them to the betterment 
of writing and selling insurance, Mr. 
Platts said: 

“Only management itself, of course, 
can make that decision. I most surely 
have not and will not propose the 
changes, if any are indicated, should be 
made obligatory. Each company should 
have the right to decide for itself. To 
propose otherwise would be to recom- 
mend that the great free enterprise 
insurance business be cartelized. I am 
confident we can safely leave this com- 
pletely to the uncompromising force of 
competition. 

“Finally, the third point is that we 
may bring out public operations to the 
very highest degree of efficiency and 
economy and establish rating schedules 
so accurately that the most critical regu- 
lator can find no fault with them and 
still lose half of the results if we do 
not make the truth about our business 
known to the public. Sound and ade- 
quate public education is the best and 
cheapest insurance against excessive reg- 
ulation, demagogic misrepresentation, 
and governmental encroachments that we 
can possibly buy. It is amazing that we, 
as insurance people, have not recognized 
this fact before. 

“The action of the National Bureau 
of Casualty Underwriters in explaining 
to the people the facts about increases in 
automobile liability insurance rates is 
most commendable. Of course all of 
us knew that this was being done be- 
cause we have seen ample evidence of 
the unbelievably favorable | results. I 
hope this is only the beginning. I hope 
the National Bureau and all the other 
rating bureaus will do the same thing 
with all other lines of property insur- 
ance. I hope they will explain, as the 
National Bureau is now doing, why in- 
creases are necessary and, when and if 
the trend is reversed, why they can be 
reduced. 

Must Make Facts Known 

“But even this is not enough. We 
must make all of the facts about the 
casualty and surety business known to 
the public through the technics and tools 
of public education. 

“Consider the matter of insurance 
company profits, for instance. A public 
opinion poll made a few years ago 
showed that the average citizen thought 
insurance companies’ profits ranged from 
a minimum of 6% to a maximum of 25% 
and the majority’s opinion was in the 
higher brackets of this range. The truth 
of the matter is that the average under- 
writing profit of capital stock casualty 
insurance companies for the years 1945- 
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Price Explores Problems of Inflation 


If Permitted to Run Unchecked, He Holds, It Will Mean 
Business Bankruptcy and Debt Repudiation and Spell 


Disaster to Thousands of People 


White Sulphur Springs, W. Va., Sept. 
24—“Inflation,” the big economic bogy 
of our times, and what. the American 
people can do to control it, was the sub- 
ject of the address here this morning by 
Holton R. Price, Jr. of St. Louis, speak- 
ing as president of the National Associa- 
tion of Casualty & Surety Agents at the 
joint annual convention of company and 
agency executives. : 

Mr. Price declared that “inflation is 
insisting that we learn more about the 
essential nature of our American econ- 
omy,” and that “it is drilling painful 
knowledge into us with a birch rod and 
none of us are exactly ‘teacher’s pets.’ 
Nevertheless, if we learn a few lessons 
from inflation, it will be worthwhile.” 
Proceeding with his address Mr. Price 
said: 

“Perhaps inflation will teach us once 
and for all that we can’t let things sim- 
ply slouch along when it comes to Gov- 
ernment income and outgo and expect 
anything else but trouble and lots of it. 
Perhaps inflation will teach us once and 
for all that we can’t run the Government 
on borrowed money and live on easy 
street forever. I think we will all agree 
that the moral fibre of our nation is be- 
ing weakened by a policy of ‘gimmes.’ 
People are beginning to believe that the 
higher standard of living shall come from 
bigger and better Government handouts, 
but you and I know that it cannot be 
done. 

When Government Is in Debt We Are 
All in Debt 

“Perhaps inflation will teach us that 
when the Government is up to its ears 
in debt, we are all in debt. Perhaps we'll 
all learn that the U. S. Treasury Depart- 
ment cannot ride along on a policy of 
easy money and low interest rates in a 
time of too much money; playing ‘pump- 
pump, pull away’ with too few goods. 
Perhaps we will also learn that in our 
private dealings, handy credit does not 
mean ‘happy-go-lucky’ credit when infla- 
tion is prowling through our national 
household.” 

As a final point in this connection, the 
speaker said that perhaps inflation will 
teach the American people to insist to 
Congress that the Government take hold 
of its big debt problem with the ordinary 
horse sense that we all would apply in 
our own household. “After all,” said Mr. 
Prince, “it’s all relative. The Government 
is no different from our household or 
our business except in size. We all use 
the same arithmetic except, of course, 
that the Governmennt uses many more 
zeros than we do. We simply have to 
go to Congress, each one of us, and 
really get tough on non-essential spend- 
ing.” 

Effect of Inflation on Insurance 
After telling of the devastating effect 
of inflation on the economy of Germany 
after World War I and on China after 
World War II, Mr. Price warned that 
if permitted to run uncontrolled “infla- 
tion will mean eventual loss of jobs; 
destruction of savings which means debt 
tepudiation, both government and _pri- 
vate; it will mean business bankruptcy 
and very often has resulted in riots, 
blood and revolution. It can furthermore 
spell disaster to thousands of our peo- 
ple,” Continuing he said: 

e all know stories about present 


day inflation. Let’s think about a few 
of them. What about the chap who 
bought a life insurance policy from, pos- 
sibly, one of us, say, ten or eleven years 
ago back in 1940. What’s happened? He 
passed away the other day and _ his 
widow is going to collect $12,500 because 
that‘s what he bought back in 1940. But 
what’s it worth in actual buying power 
right now? Certainly, you will agree it’s 
not worth $12,500; it’s worth about 
$7,000 and by 1960, if inflation runs along 
unchecked, that same policy will be 
worth about $3,900 to $4,000. That’s the 
purchasing power of the dollar. That’s 
what the widow has to live on. 

“Now, let’s take another case of a 
chap that wasn’t insured. This neighbor 
of ours saved up $3,500 for a rainy day 
and then he was laid up as a result of 
an automobile accident. His money, plus 
interest, comes to about $4,200 on the 
bank’s books but, what’s it worth; what’s 
it going to get for him in the hospital 
and doctor bills, It’s worth just about 
$2,400, which, to me, means that infla- 
tion fever has literally burned away ap- 


proximately $1,800 of his hard saved 
cash. 
“Let’s take automobile insurance. Ten 


years ago the average cost for settling a 
claim, let’s say, was $100. Today bodily 
injury claim is going to cost $154 and if 
it’s a property damage claim, it’s going 
to cost $248. Similarly, hospital fees have 
taken a jump; in some instances hospital 
rates have risen as much as 174%. In 
other words, a $100 hospital bill now 
costs $274. Average verdicts in suits 
have increased plenty. A thousand dol- 
lar verdict back in 1940, is now worth 
about $1,800. Automobile repair expenses 
have gone sky high. A front end re- 
placement, back in 1940, that cost $100 
would today cost $290, and a rear fender 
replacement, which was priced at $10 
back in 1940, will cost $90 today. 

“So you say, well, the insurance com- 
panies ought to increase their rates, but 
when we do increase our rates, they are 
based upon statistics that are too old 
to do us any good. In other words, con- 
ditions that existed anywhere from two 
to five years ago is not the answer to 
the increased cost today. Then, when 
we add to these above typical cases, the 
thousands of folks on pensions and re- 
tirement income and the men and women 
that are on fixed salaries, inflation in- 
deed becomes a big bugaboo and quite a 
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problem, As far as I’m concerned, it’s 
a calamity and it’s here.” 

Sees Kremlin Largely to Blame for 

Our Inflation 

Mr. Price thought that the Kremlin is 
largely to blame for this inflationary 
fever. “If Russia had behaved herself 
as a decent citizen in the world com- 
munity and had kept her word, we would 
not be mobilizing on the greatest peace- 
time scale ever,” he said. “The old Rus- 
sian bear has rigged the market against 
everything that we want and forced us 
to reinvest in  super-bombs, planes, 
guided missiles, tanks, artillery. . . . So 
we are mobilizing and retooling to make 
all the machines of war. This takes 
away vast quantities of material that 
otherwise could be processed for civilian 
needs, and this means that we must pour 
out billions of cash through Government 
spending for defense and price hikes. A 
curtailed supply of goods for the house- 
hold and the homeside is not only in- 
evitable but it is desirable under con- 
ditions of this kind... .” 

Price and Wage Controls Not 
the Solution 

Seeking the solution to the inflation 
evil, Mr. Price continued: “If high prices 
were the cause of inflation, then price 
controls or roll-backs could bring the 
fever down. But because high prices are 
the result, and not the cause, price con- 
trols have little effect on inflation. 
Neither price nor wage controls have 


stopped money from getting cheaper. 
They have not reduced non-defense 
spending. .. . The very history of price 


and wage controls shows that they tend 
to drive the really scarce things into the 
black market. Doesn’t it follow that we 
don’t need price controls on things that 
are not really scarce? In all fairness, 
the faultiness of these controls is not 
the fault of the people trying to operate 
them; at least not all of them. We know 
that we have men in the Government 
today who are definitely opposed to con- 
trols of any kind for the mere sake of 
controls, and that is fortunate for us be- 
cause we know that controls can be a 
side door to a master-minded economy.” 

The speaker’s over-all opinion was 
that no one can make controls work 
to satisfaction. Nor did he believe the 
theory that production is the certain 
cure for inflation. He was strongly of 
the opinion that America must produce 
more but said: “Let’s produce on the 
gunside.” 

Mr. Price further recommended: 
“Let’s demand an end to cheap money 
and easy credit. Let’s increase taxes un- 
til we are actually on a pay-as-you-go 
basis in the fiscal year 1952... . And 
finally, in our effort to bring a halt to 
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Williams Letter Sets Pattern for 


Agents’ Auto Insurance Discussions 


White Sulphur Springs, W. Va., Sept. 
24—Automobile insurance in its entirety, 
and the bodily injury and property dam- 
age lines in particular, was the chief 
topic of discussion at the board of di- 
rectors’ meeting of the National Associa- 
tion of Casualty and Surety Agents held 
here at Greenbrier Hotel this evening. 
Lyle S. McKown, Minneapolis, vice 
president of the association, presided in 
the absence of Wheaton A. Williams, 
Minneapolis, the board’s chairman. 

The discussion was lively, bringing out 
viewpoints of agents from all sections of 
the United States. 

Read Six-Page Letter From Williams 

Although unable to attend because of 
personal and business reasons Mr. Wil- 
liams sent a six-page letter which was 
read by Holton R. Price, Jr., St. Louis, 
president of the organization. It set the 
pattern for discussion. At the core ot 
his excellent analysis of the automobile 
insurance situation was Mr. Williams’ 
conclusion: “We must find the solution 


Platts Endorses Research 
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1950, inclusive, was only 2.3%. I wish 
the public knew that. 

“Again, we have narrowly missed dis- 
astrous legislative action in one state be- 
cause a high public official’ thought the 
difference between premium dollars re- 
ceived and claim dollars disbursed was 
profit. We have many similar instances 
of proposals made which proved conclu- 
sively they were due to a woeful lack 
of information on the subject. When 
public officials are so uninformed, what 
must be the ignorance of the public 
which does not have access to informa- 
tion that is available to their state rep- 
resentatives ? 

People Do Not Want Socialism 

“T have little patience with those who 
point with alarm to socialistic trends 
and governmental encroachments but 
who are unwilling to do the perfectly 
obvious things that can be done to 
dissipate these trends. I have confidence 
in the American people. I do not believe 
they want socialism any more than we 
do. The Massachusetts flat rate cam- 
paign proved that and more. In Sep- 
tember of 1950 we stood utterly defeated 
on that issue because the people did not 
know the facts. Then we presented the 
facts to them by means of an all out 
public education campaign. In Novem- 
ber, 1950, they smothered the flat rate 
referendum under a 3 to 1 veto at the 
voting booths. Never before was there 
clearer evidence that, first, the public is 
ignorant about our business, and, sec- 
ond, that when knowledge replaces ig- 
norance, the public is on our side. 

am not nearly as much afraid of 
idealistic or even socialistic minded pub- 
lic officials as I am of our own procras- 
tination about a step that may permit 
very little more delay. If there are fur- 
ther encroachments, if this great key- 
stone of private enterprise ever is social- 
ized, I am afraid that we shall have to 
hold ourselves largely to blame.” 


Standard Has Big Party 

White Sulphur Springs, Sept. 24—The 
Standard Accident’s traditional party for 
the entire convention was held this eve- 
ning and proved a: big social success. 
Ralph H. Platts, president, flanked by 
five of his fellow officers, was chief host. 

In the horseshoe pitching tournament 
this afternoon the team of C. A. Baker, 
Milwaukee, and J. W. Mindnich, Loy- 
alty Group, Newark, won. Runner-up was 
the team of Floyd N. Dull, New York, 
and George H. Albrecht, Chase National 
3ank, New York, who won first prize a 
year ago. 





of how to keep rates at a reasonably 
low level for the motorist but adequate 
enough to allow the companies to make 
a reasonable profit.” He cautioned that 
the current problem is “to keep from 
pricing ourselves out of the market.” 
On this point he said: 

“The budget of families in the low 
income brackets can stand just so much 
for insurance premiums. Even at to- 
day’s prices many sacrifices have to be 
made to keep insurance in force. The 
wage earner will tolerate just so much 
and then he will rebel. The answer is 
apparent as to where such rebellion will 
lead us. Either millions will discontinue 
carrying insurance or they will appeal 
to their legislators for relief. If they 
discontinue their protection the purpose 
of financial responsibility laws will 
evaporate. Compulsory laws will be fol- 
lowed by State Funds, and any student 
of government knows that in the end 


WHEATON A. WILLIAMS 


the citizens will pay more for products 
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furnished by governments than those 
furnished by competitive industry, 

“But we must not overlook that the 
additional cost is not noticeable for it 
is hidden in the taxes that support goy- 
ernmental agencies. The siren song of 
low costs made possible by hidden taxes 
is listened to by big business men jn 
many fields in many of our states today, 
Is it not logical to expect the so-called 
‘little people’ to listen to the same 
melody ?” 


Agents Must Arouse Public 


Mr. Williams saw but one solution to 
this problem: the agents of America 
must arouse themselves if they desire 
to keep the automobile market for their 
efforts, and they must become better in- 
formed on all of its aspects. In turn, 
he continued, agents must inform the 
public. He warned: “If this great mar- 
ket for automobile insurance disappears 
by default we have no one to blame but 
ourselves. The insurance companies are 
alerted. They are accelerating their pro- 
gram of education, but what are we do- 
ing other than criticizing their efforts 
when they do not strike our fancy? The 
companies’ avenues for education and 
their manpower for disseminating infor- 
mation is limited while we have the 
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unnecessary Government spending, ... 
we must hammer into the heads of the 
administration at Washington that all 
unnecessary Government spending must 
stop... .” In conclusion he said: 
A Time for Action 

“Last year at this time I acquired the 
nickname of ‘Bishop,’ brought about, as 
you will recall, by reason of my talk on 
morality in Government in business and 
in our daily life. My thinking along 


those lines has, if anything been 
strengthened by the many outspoken 
business and political leaders of the 


country in their talks of recent months. 
3ut we’ve got to do more than just talk 
about it or think to ourselves. Our 
representatives in Congress deserve and 
want and need our outspoken support. 
After all, our opinions are the stuff of 
which their most potent arguments are 
made. And, if we do not study our 
problems as best we can and pass along 
our desire for action on a real emer- 
gency basis, what do we expect our 
representatives in Congress t9 do? 

“As I see it and as many others be- 
fore me have expressed it, probably ina 
much better way, we have to stop in- 
flation now; we have to live within our 
income; we must refrain from seeking 
aid, meaning money aid, from the Gov- 
ernment, which, after, all increases both 
the cost and power of Government. By 
that I mean, we, as individuals, we, as 
business people, and we, as members of 
a community organization. Let’s find out 
who is really electing our community 
officials and our Congressmen—the bet- 
ter element? The gamblers? The rack- 
eteers or the professional politicians? If 
it’s any of the last three, then we had 
better get in with both feet and do a 
little civic work ourselves... . : 

“Obviously, we must vote; that 1s a 
rare privilege of every citizen of this 
country that sometimes I do not believe 
we fully appreciate. If we have 4 
Government of Men, rather than a Gov- 
ernment of Laws, may be we will appre- 
ciate it. We must persuade our families 
and friends to vote also. And, let’s fol- 
low through on this doctrine of honor- 
able dealing that we have heard so much 
about in the last few months. I firmly 
believe that if we can get away from 
the word ‘selfish’ and acts of ‘selfishness 
and embrace ‘honorable dealing’ 1 
wouldn’t be necessary to be afraid 0 
anything in our every day lives.” 
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Discuss Auto Problem 


(Continued from Page 32) 


manpower and the know-how to get our 
message to every citizen of the land.” 

In urging that agents awaken to this 
challenge and that they ask the compa- 
nies to assign them to specific tasks so 
that there will be a concerted effort to 
solve the automobile problem, Mr. 
Wheaton met with favorable response. 
President Price set the ball in motion 
by suggesting that each member of the 
association be sent a copy of the Wil- 
liams letter for study and action. He 
called particular attention to his con- 
clusion that a compulsory automobile 
liability law does not solve the present 
problem. As was pointed out, “Compul- 
sory automobile insurance of any type is 
not the panacea for 100% protection nor 
for lower rates.” It was felt that the 
strict financial responsibility laws now 
operating in many states have demon- 
strated their effectiveness. 

All Members to Get Williams’ 
Suggestions 

Cc. F. J. Harrington, former Massa- 
chusetts Insurance Commissioner, now 
executive vice president of the agents’ 
association was instructed to incorpo- 
rate Mr. Williams’ principal points in his 
report to the membership. In particular, 
agents will be urged to educate their 
own employes so that they can talk in- 
telligently when asked questions about 
auto insurance rates at home and at 
gatherings they attend. Policyholders 
and the public at large must also be 
informed that money awarded to claim- 
ants does not come from some myster- 
ious fountain of funds in some distant 
city. They must be told that the driving 
public makes its own insurance rates. 
There was general agreement with Mr. 
Williams’ recommendation that “traffic 
enforcement officers must be put on the 
defensive instead of allowing the insur- 
ance business to shoulder all the blame 
of ineffective spots in existing laws. En- 
forcement officials should provide a cool- 
ing off period of from 30 to 90 days in 
all cases where the driver’s license is 
suspended or revoked. The wisdom of 
agents taking a much greater interest 
in traffic accident prevention was also 
recognized, Mr. Williams saying: “Safety 
is your business.” 

Warning About State Fund 

This prompted Thomas W. Earls, Cin- 
cinnati, vice president of the associa- 
tion, to propose that agents inaugurate 
strong safety campaigns in their own 
communities in cooperation with local 
safety councils. He was joined in this 


suggestion by Carter A. Baker, Mil- 
waukee, 
John C. Weghorn, New York, of- 


fered a word of caution when he said 
that if automobile rates become higher 
people may be forced to buy State Fund 
insurance “and other portions of our 
business may go in that direction.” He 
also urged that agents should impress 
their customers with the fact that jury 
service is a responsibility, and in so 
serving they can help to cut down on 
excessive jury awards. 

Other Items on Agenda 

Among other items on the evening’s 
agenda were (1) the uniform agent and 
brokers qualification bill which has been 
drafted by the All-Industry committee 
and already submitted to the National 
Association of Insurance Commissioners; 
(2) the automobile excess limits table; 
(3) the insurance advisors agreement in 
the national defense projects rating plan; 
(4) unilateral action by a certain com- 
pany in reducing producers’ commissions 
on Class 2 automobile risks, and (5) re- 
Porting of commission and brokerage un- 
der provisions of regulation 30 on uni- 
form accounting. 
. Most of these problems were discussed 
in detail by Mr. Harrington in making 
his first report to the association since 
taking office. On the agency qualifica- 
tion bill he said: “If a strong segment 
of the industry gets behind this pro- 
Posed bill the Insurance Commissioners 


will adopt it at their coming December 
meeting.” Mr. Harrington is ready and 
willing to push for its adoption at this 
meeting. In keeping with a motion 
passed this evening he will be guided 
in his action by the executive committee 
of this association. 


Uniform Accounting-Rating Relationship 


As to regulation 30 on uniform ac- 
counting, Mr. Harrington called atten- 
tion to an NAIC rates and rating or- 
ganizations meeting called for late Oc- 
tober in Chicago at which consideration 
will be given to relationship between 
uniform accounting and rate making. He 
said that National Association of Insur- 
ance Agents has submitted a memoran- 
dum which “appears to seek a separa- 
tion of acquisition cost computed as a 
percentage of the premium from com- 
pensation for services other than ac- 
quiring the business computed as per- 
centage of the premium.” The Industry 
committee, on the other hand, advocates 
that uniform accounting instructions be 
amended to require reportings under 
headings of loss adjustment expenses, 
general expenses, taxes. This would 











“While these meetings were lengthy and 
controversial, efforts were made _ to 
reconcile on narrow areas of disagree- 
ment in the hope that a united front 
could be represented by the insurance 
industry in educating the public and 





Reading !eft to right: Lyle S. McKown, Minneapolis; Robert E. Stitt, Chicago; 
Charles F. J. Harrington, Boston, and Holton R. Price, St. Louis—all officers of 
the National Association of Casualty & Surety Agents. 





combine, he said, administration costs, 
acquisition, supervision and collection 
expenses. Mr. Harrington urged that 
“we be represented at the coming meet- 
ing dealing with this subject.” 

During August he represented this 
association at the All-Industry meetings 
in New York dealing with the automo- 
bile accident problem. He _ reported: 


dealing with legislative proposals aris- 
ing in the several states... .” 

Harrington also attended the 
annual meeting in Chicago, con- 
with Walter Sheldon, vice presi- 
dent, on reporting expenses prescribed 
by Regulation 30, and was assured by 
President Van Vechten that NAIA 
would appoint a liaison committee of 
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Clifford B. Morcom Dies 


While sitting at his office desk Clifford 
B. Morcom, vice president and a di- 
rector of Aetna Life Affiliated Compa- 
nies, died Wednesday. He had been 


stricken with coronary thrombosis. 








three to confer with similar committees 
to be appointed by the casualty-surety 
association and National Association of 


Insurance Brokers. 
Finally, Mr. Harrington touched on 
proposed premium gradation plan for 


boiler and machinery insurance which 
involves revision of gradation rule ap- 
plying to premiums over $3,000. Repre- 
sentative producers held several confer- 
ences on this subject with the National 
Bureau of Casualty Underwriters in July 
and August, and “discussions indicated 
that complete information was not 
available to producers concerning the 
proposed boiler and machinery rate revi- 
sion which was to be announced con- 
currently with the proposed premium 
gradation amendments.” 

When, in August, it was indicated that 
the producer groups were determinedly 
in opposition to the gradation program 
the bureau, through the manager of its 
boiler and machinery rating committee, 
decided to table the proposed plan. 

Looking ahead, the National Associa- 
tion of Casualty & Surety Agents will 
step up its interest in problems of the 
insurance buver, and Mr. Harrington has 
already made contact with American 
Management Association and National 
Insurance Buyers Association. About 70 
agents attended this meeting, many of 
them bringing their wives. 


Leslie on Auto Rates 


(Continued from Page 29) 


adequacy of the tables, first expressed 
by reinsurance carriers, has spread to 
many of the direct writers, particularly 
those that have been faced with revision 
of their reinsurance contracts calling for 
either higher premiums or larger reten- 
tions. .. . While excess limits losses are 
reported to the bureau as a part of the 
regular statistical call, excess limits pre- 
miums are reported only upon special 
call. But being strongly impressed by 
the case presented by the reinsurers, we 
issued a special call for post-war excess 
limits experience. Experience now avail- 
able shows that on commercial cars as a 
group the present tables are inadequate. 
It also shows a definite upward trend 
for private passenger cars. From 1946 
to 1948 the increase in excess limits 
loss ratios has been almost half again 
as great as the increase in basic limits 
loss ratios. This experience is now be- 
ing studied by our Automobile Liability 
Rating Committee.” 

Mr. Leslie closed by expressing par- 
ticular satisfaction with the part educa- 
tional publicity has played in preventing 
serious public objection to the current 
increases in automobile rates. 
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Hays Senses Need for 
Cutting of Red Tape 


SPEAKS BEFORE INDEPENDENTS 


Says Spiraling Inflation, Runaway Auto 
Loss Ratios and High Taxes Bring 
Multitude of Problems 


A plea for the cutting of red tape and 
the opportunity for modernization and 
adjustment in rates without long delays 
for approval was made by Walter L. 
Hays, president, American Fire & Casu- 
alty Co. Orlando, Fla. and president 
of the National Association of Inde- 
pendent Insurers at the regional meeting 
of the association at Oklahoma City, 
September 20. 

Mr. Hays said that a short time ago, 
because of a certain Supreme Court de- 
cision, there were uncertainties and con- 
fusion in regard to the State Insurance 
Departments. 

“The insurance industry cooperated 
to deliver to the state authorities ‘on a 
platter,’ unprecedented authority power 
to regulate companies,” he said. “Today 
the companies find themselves in a state 
of uncertainty and facing such a multi- 
tude of perplexing problems that it faces 
a crisis. This is brought about by spiral- 
ing inflation, runaway experience in 
automobile loss ratios and the highest 
taxes in history. On top of all this, 
the companies find themselves ham- 
strung by uncompromising, rigid state 
regulation—a multitude of technicalities 
—trivial matters, become flagrant and 
mountainous violations. 


Sees No Freedom of Action 


“Little or no elbow room or freedom 
of action are left to cope with the day- 
by-day changing economic conditions. 
Instead, demands are made by state 
departments for more statistics, many 
of which will never be used—for compli- 
ance with more regulations, and _ for 
compliance with unnecessary technicali- 
ties—which make a sad plight worse. 
All of this in return for the industry’s 
cooperation and support, which were 
delivered ‘on a platter.’ 

“This is a time when the industry 
needs the support of the state depart- 
ments. The industry needs freedom of 
action, the cutting of red tape, and 
the opportunity for modernization and 
adjustment in rates without long delays 
for approval. 

“The State Insurance Departments and 
the industry must go hand-in-hand in 
order to give the public the kind of 
service it has a right to expect. In 
order to justify their existence, compa- 
nies must do more and more each year. 
The kind of service they gave yester- 
day is not enough for today. Today, the 
coverages must be broader and there 
must be more kinds of insurance. In 
order to do this, companies must have 
freedom of action and the privilege of 
pioneering new kinds of insurance and 
new methods of procedure.” 


Quotes Commissioner Southall 


Mr. Hays said that Insurance Com- 
missioner Spaulding Southall of Ken- 
tucky took the lead for better coopera- 
tion and stimulating progress in his 
speech at the Zone 3 meeting of the 
National Association of Insurance Com- 
missioners in New Orleans early this 
year which could be the turning point 
in the period of “cracking the whip” 
and being tough with the industry and 
the beginning of hand-in-hand between 
the industry and the Commissioners for 
the benefit of the public as well as all 
concerned. 

He quoted Commisioner Southall: 
he Commissioner. himself is the key 
to the situation. If he can consistently 
be convinced that the existing forms, 
formulas, theories and ways of doing 
business should not be changed unless 
generally approved by the industry, that 
new ideas and approaches are to be dis- 
couraged as disturbing influences in the 
business—that the majority of bureau 
members of subscribers ‘haven’t asked 
for it’ or ‘don’t think it is sound’ and 
that therefore no one should be per- 


“ 


mitted to do it—he is consciously or 
unconsciously enforcing restraints upon 
competition in a manner wholly as effec- 
tive as old-school monopolists within 
the industry could have wished for in 
the pre-SEUA period. 

“Free enterprise, competition and 
change go hand in hand. Never let it 
be said that in insurance the State 
Insurance Commissioner ever helped de- 
stroy the one by obstructing the others.” 


Hopes for New Era 


Mr. Hays expressed the hope that the 
step taken by Commissioner Southall is 
the beginning of a new era of coopera- 
tion in the insurance business. He urged 
a return to the system of free economy, 
“instead of surrendering all our inherent 
rights and privileges to governmental 
bureaucracy,” and turned his attention 
to the automobile accident situation, say- 
ing: 

“One of the problems being studied at 
this time in the insurance business is the 
troublesome automobile question. The 
industry and the Commissioners are 
diligently working on this. There is the 
ever-present problem of the uninsured. 
Some think this amounts to about 10% 
of the car owners—this varies in differ- 
ent states. An effort is being made to 
try to solve this problem by some plan 
which will not bring about the impos- 
sible burden that would be inflicted on 
the automobile owners by compulsory 


insurance or state insurance. They are 
also trying to work out some way where 
the assigned risk plan committees do 
not feel that every application must be 
insured, regardless of its nature. 

“Right now, in New York State two 
suggestions have been made to solve 
the problem of the uninsured; and they 
are being taken seriously. First, that the 
state provide a fund to care for the 
‘unsatisfied judgments’ of the uninsured 
under certain conditions. Second, that 
the companies pool together and provide 
a common fund for the same purpose. 
Either one of these can be only termed 
as another socialistic move. 

“What happens in New York can be 
expected in any or all states in due time. 


Responsibility Rests on Agents 


“In regard to the uninsured who 
haven’t been reached by present meth- 
ods, I think the responsibility rests on 
the local agent. An educational program 
should be advanced so that the local 
agent might realize the great responsi- 
bility which rests on his shoulders. He 
could reduce this number of uninsured 
to a minimum. Once he realizes his 
responsibility I think he will be willing 
to carry his part of the burden. This 
would be the free enterprise solution. 

“I for one, don’t believe every indi- 
vidual is entitled to insurance, although 
efforts have been made from time to 
time to secure insurance for all those 


who apply. The responsibility acts were 
developed to some degree as a safety 
measure. There are many who are not 
entitled to drive a car because they 
are a menace on the highway. Some are 
physically, nervously, or mentally afflict- 
ed. Yes! even morally, because we have 
the problem of the habitual drinker 
and the dopester. Would you want a 
member of your family to meet an auto- 
mobile on the highway driven by such 
a person? 

“Instead of trying to give everybody 
the right to drive, there are those who 
should be prevented from driving, ff 
the license bureaus don’t stop the unfit 
from driving (and this is where they 
should be stopped), they should be 
stopped by the responsibility acts. So 
let’s not make too much of an effort 
to secure insurance for every car owner. 
That would be a serious mistake, and 
would certainly penalize the good drivers, 
The fact that a driver, even though he 
is a public menace, has insurance to pay 
for the property loss doesn’t bring back 
the lives of members of your family 
who might meet him on the highway. 

“It is to be remembered that every 
life insurance applicant doesn’t succeed 
in getting insured. 

“Instead of trying to qualify every- 
body, we should disqualify a certain 
group. Joe Gibbs, Casualty Insurance 
Commissioner of the State of Texas, 
says: ‘The Department of Safety of this 
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Alan Anderson 
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state advises that 15% of the drivers are 
responsible for 85% of the accidents.’ 
Disqualifying this group may solve some 
of our problems of compulsory insur- 
ance, some of the problems of the as- 
signed risk committees—it should 
stabilize rates, and it would greatly 
help to solve the safety problem, which 
is one of our biggest problems today. 
Should Be Practical 

“Let’s not go too much on theory. 
Let’s be realistic. Let’s be practical and 
go at it in a businesslike, common-sense 
way. This will mean better companies, 
better service to policyholders, and more 
people alive. 

“In the name of the policyholders, 
whom we are trying to serve, let those 
who regulate and the insurance industry 
join in a solid front, not to increase the 
cost and confusion, but in a_ practical 
way to serve better, to put emphasis on 
free enterprise and encourage com- 
petition, instead of eliminating it by ex- 
treme regulation. We can serve best 
when we serve together.” 


Meadows District Engineer 


For Hartford A. & I. 
The Harford Accident & Indemnity 
Co, announces the appointment of Clay- 
ton J. Meadows as district engineer. 
He will operate out of the company’s 
Houston, Tex., office. A native of Hous- 
ton, Mr. Meadows received his engineer- 
ing training at Rice Institute where he 
received a B.S. in Civil Engineering. 
Mr. Meadows first became associated 
with the Hartford in 1939 as an engi- 
neer in the Houston Office, which posi- 
tion he held until his present appoint- 
ment. Prior to joining the Hartford 
he served in engineering and_ sales 
capacities for several manufacturing and 
petroleum concerns. 


Bond Specialist Joins 


Agency in Knoxville 

Addison L. Webb, of Atlanta, has been 
named head of the casualty, fidelity and 
surety bond department of the Pryor, 
Love, Oliphant & Lewis Insurance Agen- 
cy at Knoxville, Tenn. 

Mr. Webb had been employed by 
Travelers Insurance Co. in the Atlanta 
branch office. He was in the general 
Insurance business in Macon, Ga., prior 
to serving five years in the Navy. He 
Was supervisor with Travelers of fidel- 
ity and surety bond lines specializing 
in bonds for contractors. 


Mervin L. Lane Column 
Due to illness the column of Mervin 
L. Lane which has appeared weekly 
under the headline, “Jest in Our Lane,” 
is being temporarily discontinued. Mr. 
ane is now recovering in a New York 
City hospital. 





Allen and Sullivan Enter 


General Lines in Va. 

Edward M. Allen and Robert B. Sulli- 
van announce their entry into the general 
insurance business, including all lines, 
life, fire, tornado, automobile, fidelity and 
fidelity and surety bonds, at 708 Na- 
tional Bank Building, Charlottesville, Va. 
Mr. Allen, retired executive vice pres- 
ident of the National Surety Corp., and 
Mr. Sullivan will continue to represent 
the Massachusetts Mutual Life Insur- 
ance Co., and are now adding general 
fire and casualty lines to their business. 


Taxpayers Mutual Increases 


ae a 
Commission to Brokers 
The Greater New York Taxpayers 
Mutual Insurance Association announces 
that, on and after October 1, its com- 
mission rate will be increased from 10% 
to 15%. This change, the company said, 
gives recognition to the fact that brok- 
erage offices, just as insurance com- 
panies, are doing business under higher 
operating costs and that its current com- 
mission rate is out of line with pre- 
vailing economic conditions. 
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The operation was suc- 
cessful... Why? 

Because of teamwork 
and skill developed to an 
exceptional degree: the anesthetist, 
the surgeon and his assistant, the 
instrument nurse, the supervising 
nurse — all working with exactin 
competence and with a single pat 
in mind. 

Teamwork and skill are impor- 
tant in boiler and machinery in- 
surance, too. Hartford Steam 
Boiler’s specialized organization 

them — makes use of them 
continuously for the benefit of both 
policy holder and agent. The 


St Fays lo Choose the Best 


THE HARTFORD STEAM BOILER 
INSPECTION AND INSURANCE COMPANY 


Hartford 2, Connecticut 










Company’s engineering and inspec- 
tion staffs help your client by 
expertly determining the condition 
of his equipment — often making 
recommendations which not only 
ward off costly accidents but add 
_ of usefulness to expensive, 
ard-to-replace apparatus. 

A service which pleases the policy 
holder also benefits the agent. That 
is one of the reasons why agents 
and brokers place more engineering 
insurance with Hartford Steam 
Boiler, a specialist, than with any 
other company. Hartford’s Special 
Agent — also a specialist — is always 
ready to help you. 








Boilers - Vessels 
Engines - Turbines 
Electrical Equipmen: 











J. W. WHITTEMORE HONORED 
Takes Executive Secretary’s Post Held 
for 20 Years by His Late Father in 
Commercial Travelers’ Federation 
John W. Whittemore, chairman of 
the board of the Eastern Commercial 
Travelers Association of Boston, was 
recently in the insurance spotlight when 
he was elected to the post of executive 
secretary-treasurer of the International 





Fabian Bachrach 
JOHN W. WHITTEMORE 


Federation of Commercial Travelers In- 
surance Organizations. As this was a 
position which his father, the late John 
S. Whittemore, held for 20 years, the 
high honor accorded to him was deeply 
appreciated by Mr. Whittemore. 

His insurance career started in 1935 
when he was assigned by the Eastern 
Commercial Travelers to handle New 
York claims. Two years later he re- 
turned to Boston and took charge of 
the claim department. He was elected 
a director of the association in 1947 and, 
upon the death of his father, assumed 
the management of the Boston office. 

In the International Federation’s new 
set-up for the coming year Mr. Whitte- 
more will be associated with Richard F. 
Cavenaugh of Chicago, the newly elected 
president, who is with Illinois Traveling 
Men’s Health Association, and Currie C. 
Chase of Des Moines, new vice presi- 
dent, who is with Iowa State Traveling 
Men’s Association. The executive com- 
mittee consists of the following: 

Chairman, Theo. C. Abele, Travelers 
Protective Association of America, St. 
Louis; A. W. Franklin, Order of United 
Commercial Travelers of America, Co- 
lumbus, O.; R. E. Pratt, Travelers 
Health Association, Omaha; Edward 
Trevvett, Commercial Travelers Mutual 
Accident, Utica; F. A. Nichols, Con- 
necticut Commercial Travelers of New 
Haven; Paul Clement, Minnesota Com- 
mercial Men’s Association, Minneapoiis; 
Mell W. Hobart, Ministers Life & Casu- 
alty, Minneapolis; Robert A. Cavenaugh, 
Ilinois Commercial Men’s, Chicago, and 
Loring Elliott, Physicians Health and 
Physicians Casualty Associations, Omaha. 


AMERICAN APPOINTS ROBINSON 


Names Him Special Agent in Florida to 

Develop Casualty Lines; Has Been 

in Field in New Jersey 2 

The American Insurance Group of 
New Jersey announces the appointment 
of Harold H. Robinson as special agent 
to assist State Agent E. Fred Gaskins 
in the development of casualty business 
in Florida. 

Mr. Robinson has been associated with 
the American Insurance Group since 
1940, with the exception of four and one- 
half years spent in the United States 
Army during World War II. He was 
most recently assigned to the New Jer- 
sey field. 

Mr. Robinson will make his headquar- 
ters with Mr. Gaskins at Miami. 
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A. & H. Bureau Plans 
Meeting at Hot Springs 


TO BE HELD OCTOBER 29-31 





Speaking Program Completed; Temple- 
man Will Preside as Chairman; Moe 
Will Conduct Underwriting Forum 





The program for the 60th annual 
meeting of the Bureau of Accident & 
Health Underwriters at the Homestead, 
Hot Springs, Va., October 29-31, has 
been completed. Be ay, Templeman, 
Maryland Casualty Co., chairman, will 
preside over the morning business ses- 
sions and the afternoons wil be given 
over to committee meetings, golf and 
social events. 

Speakers at the session on 
morning, October 29, will be 
lows: 

W. E. Kipp, Indemnity Insurance Co. 
of North America, chairman of the 
governing committee; Perry T. Carter, 
vice president, Travelers Insurance Co., 
on “The Value of an Accident and Health 
Program to a Life Insurance Co.”; H. 
P. Stellwagen, executive vice president, 
Indemnity Insurance Co. of North 
America. whose subject will be “An 
Appraisal of Accident & Health Insur- 
ance as Part of the General Casualty 
Business”; Dean C. Picton, CPCU, Pic- 
Syl inaugh, Inc., Toledo, Ohio, 

cident Ins surance in the All-lines 
seis al Agency.’ 

The Tuesday morning program will be 
given over to the underwriting forum, 


Monday 


as fol- 


conducted by Douglas J. Moe, United 
States Life Insurance Co. Following 
are the forum speakers and their sub- 
jects: 


Underwriting Forum Speakers 

Paul H. Rogers, Aetna Life Insurance 
Co., “Underwriting Problems Arising 
Out of Modern Warfare”; Neil J. Bro-wn, 
Hartford Accident . Indemnity Co., 
“Problems Arising in the Use of Schedule 
Type Policies”; A. P. Dowlen, Republic 
National Life Insurance Co., “Current 
Trends in Writing Hospital Insurance 
With Respect to Limits of Daily Bene- 
fits, Limits of Miscellaneous Expense, 
Aggregate Limit of Participation, Exclu- 
sion of Coverage While in Government 
Hospitals”; David H. Harris, Equitable 
Life Assurance Society, “Developments 
in Writing Medical Catastrophe Ex- 
pense Coverage on Individuals”; Ed- 
ward M. Urich, Pacific Mutual Life 
Insurance Co. “The Current Trend 
With Respect to the Use of Non- prorat- 
ing Sei of Standard Provision 1.” 

Also, Ray L. Hills, Great American 


Indemnity Co., “Discussion of Under- 
writing Individuals Who Use or Have 
Used Alcohol to Excess”; Robert W. 
Pope, Employers’ Liability Assurance 
Corp., “The Underwriting Factors In- 


volved in Insuring Individuals Who Are 
Currently Under Medical Treatment bv 
Use of Waiver or Otherwise”; A. B. 
Hvale, Continental Casualty Co., “Cur- 
rent Trends in Post-claim Underwriting” 
O. F. Siegmund, General American Life 
Insurance Co., “Retention of Essential 
Underwriting Data”; John F. Lydon, 
Ocean Accident & Guarantee Co., “Con- 
siderations Arising From Class Under- 
writing’; Robert J. Sullivan, Travelers 
Insurance Co., “Discussion of Persist- 
ency of Commercial Accident and 
Health Policies and Methods Being Used 
to Improve Persistency.” 
Phillips and Dr. Horan 

On Wednesday morning James T. 
Phillips, vice president, New York Life 
Insurance Co. will speak on “Why the 
New York Life Insurance Co. Entered 
the Accident and Health Field,” and 
J. C. Horan, M.D., associate medical 
director, Metropolitan Life Insurance 
Co., “Medical Selection of Health In- 
surance Applicants With Adverse Per- 
sonal Histories of Medical Impairments.” 
The remainder of that session will be 
given over to business affairs and elec- 
tion of new officers. 


TO HEAR W. B. CORNETT 
Prudential’s A. & H. Sales Director to 
Be Speaker October 3 at N. Y. 
Accident & Health Club Dinner 
W. B. Cornett, director of sales and 
service in The Prudential’s accident and 
sickness department, will be the guest 
speaker at the first fall meeting of the 
Accident & Health Club of New York, 
October 3 at Hotel George W ashington, 
New York. Mr. Cornett will talk on 
the “Mission To Be Accomplished by 
the Life Insurance Companies Now En- 
tering the Individual A. & H. Field.” He 
will be introduced by Warren R. Behm, 
Massachusetts Bonding, who is the club’s 
second vice president in charge of edu- 

cation. 

Another feature of the meeting will 
be a memorial tribute to the late James 
R. Garrett, first president of the Acci- 
dent & Health Club, who died recently 
after a long illness. Madeleine Mc- 
Crory, Mr. Garrett’s successor as’ presi- 
dent of the agency in New York bearing 
his name, will be a guest of the club 
on October 3. She is vice president of 
the Accident & Health Women’s Club 
of New York. 

A memorial resolution will also be 
offered in recognition of the late Wil- 
liam C. Jeffrey who passed away last 
summer. While serving the Ocean Acci- 
dent and then the Royal Indemnity 
companies Mr. Jeffrey actively partici- 
pated in the club’s educational program. 


ERNST SPEAKS IN CLEVELAND 





Presents International Association Merit 

Certificate to Local Group for Largest 

Increase in Membership 

Carl A. Ernst, North American Life & 
Casualty, St. Paul, president of the In- 
ternational Association of Accident & 
Health Underwriters, was speaker at the 
opening fall meeting of the Cleveland 
Seg & Health Association, Septem- 
ber 17. 

Mr. Ernst outlined his plans and 
projects for the international association 
for the coming year and then gave his 
well known talk on “The Three S’s in 
Selling.” 

President Ernst presented to the 
Cleveland association the international’s 
certificate of merit for the largest in- 
crease in membership among the local 
associations affiliated with the interna- 
tional association during the period from 
June 1, 1950, to May 31, 1951. Cleveland 
is now the largest local health and acci- 
dent underwriters association in the 
United States, having well over 200 
members. 

There was a total of 73 members and 
guests in attendance at the meeting. 
Among those who came to Cleveland 
for this meeting were William A. Case 
of Cincinnati, international board mem- 
ber and chairman of the board of the 
Ohio Association of Accident & Health 
Underwriters; Stanley Akers, president 
of the Akron Association of Accident & 
Health Underwriters; Charles W. Wood- 
man, John S. Herrimann and Harold 
L. Lower, president, vice president and 
secretary, respectively, of the Mahoning 
Valley Association; Leo Kaufman of St. 
Louis, and other guests. 
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Hoosier Casualty Co. 
General Agents Meet 

IN A. & H. DEPARTMENT 

E. L. Smead Elected President, W. H. 


Helmick Vice President; William L. 
Gallogly Secretary - Treasurer 








The fifth annual meeting of the gen- 
eral agents of the Hoosier Casualty Co.’s 
health and accident department was held 
in Indianapolis September 12-14, with 
general agents from eight states in at- 
tendance. 

Throughout the business sessions the 
sales methods, prospecting systems, un- 
derwriting techniques and advertising 
programs involved in creating greater 
volumes of loss of time business received 
major attention. 

The program began September 11, 
with a meeting of the executive board of 
the general agents’ association, presided 
over by Vice President Harold J. Plack, 
who assumed leadership of the associa- 
tion following the death of the president, 
William Ford, last May. A stag dinner 
for the general agents and company men 
was held on Wednesday evening with 
entertainment provided by the Foster 
Hall Quartet. 

Hold Business Session 

A full day of business began on Thurs- 
day morning, September 13, with a 
breakfast attended by the general agents 
and the company men, following which 
there was a business session for which 
the theme was “Information, Please.” 
General Agent J. A. Vander Werf dis- 
cussed the subject of “Policy Provi- 
sions and Their Interpretation.” 

E. K. Jakad, supervisor of the com- 
pany’s health and accident underwriting 
division, spoke on the “Field of Home 
Office Underwriting,” and discussed vari- 
ous underwriting questions and problems 
submitted by the general agents. 

“Effective Claim Service” was the sub- 
ject of a talk by R. E. Eppich of the 
company’s health and accident claim de- 
partment, who introduced a number of 
new forms designed by the company to 

facilitate the reporting, investigating and 
payment of claims. 
Presents Survey of Financial Position 

A survey of the company’s financial 
position as of June 30, 1951, and a sum- 
mary of its health and accident insur- 
ance operations for 1950 and the first 
half of 1951, were presented by Ed 
Acree, company comptroller, who illus- 
trated his remarks with a series of 
charts and graphs. 

The principal speaker at the noon 
luncheon was Carl A. Ernst of St. Paul, 
Minnesota, president of the Interna- 
tional Association of Accident & Health 
Underwriters, who high-lighted the 
meeting with his address on the subject, 
“Remodeling Our House.” 

The Thursday afternoon session was 
devoted to panel discussions on “Re- 
cruiting New Producers,” “Agency Ad- 
vertising,” and “Selling Methods,’ dis- 
cussion leaders being A. A. Frary, Go: 
Morgret, L. J. Erlsten and Robert Rock, 
who gave a visual demonstration of the 
sales talk he uses in the production of 
Franchise Disability and Hospital busi- 
ness. 


Pay Tribute to Deceased 


Resolutions were presented and adopt- 
ed in memory of four general agents 
who passed away since the 1950 meeting 
the general agents’ association; name- 

William Ford of Newark, N. J.; Val 
Hawkins of Chicago; J. E. Harriman 
of Youngstown, Ohio, and Walter J. 
Mooney of Flint, Michigan. Framed 
copies of the resolutions, bearing the 
signatures of the general agents, were 
prepared for presentation to the widows 
of the deceased members. 

Friday morning, September 14, was de- 
voted to the executive session of the 
General Agents Association, with the 
newly-elected association officers being 
installed. Those elected were Edward L. 
Smead, president; W. H. Helmick, vice 
president; William L. Gallogly, secre- 
tary-treasurer; J. A. Vander Werf, ex- 
ecutive board member, and Harold Ie 
Plack as retiring head of the association 


(Continued on Page 38) 
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Founders Elects Inglis 
Executive Vice President 





RALPH L. INGLIS 


Election of Ralph L. Inglis as execu- 
tive vice president and a director of 
Founders’ Insurance Co., Los Angeles, 
is announced by Preston Hotchkis, pres- 
ident of the company. Mr. Inglis has 
an outstanding record as an insurance 
executive, Mr. Hotchkis said, and is well 
known in the industry throughout the 
country. 

He began his insurance career in 1928 
with the Associated Indemnity Corp. in 
San Francisco. In 1937, he was made 
manager of the Associated Indemnity’s 
branch office in New York City. Later 
he was elected vice president of that 
company and Associated Fire & Ma- 
rine Insurance Co. in charge of eastern 
operations. In 1945 upon acquisition of 
the Associated companies by the Ameri- 
can Automobile Insurance Co., he was 
transferred to its head office in St. Louis 
and made vice president of that com- 
pany. 

Mr. Inglis left the American Associ- 
ated Group in 1950 to return to the 
Pacific Coast as vice president in charge 
of casualty operations of the Pacific 
Indemnity Co. at its home office in Los 
Angeles. He resigned this office to ac- 
cept this new post with Founders’. 


MURPHY WILL PRESENT MEDAL 


General Summerall Only Person To Be 
Given American Legion’s Distinguished 
Service Award This Year 

Ray Murphy, general counsel of the 
Association of Casualty & Surety Com- 
pames and past national commander of 
the American Legion, will present the 
Legion’s distinguished service medal to 
General Charles P. Summerall at the 
33rd national convention of the Legion in 
Miami, Fla., October 17. 

Pointing out that only General Sum- 
merall will be so honored this year, Mr. 
Murphy stated that among those who 
have received this award in the past are 
General Pershing, General MacArthur 
and Marshall Foch. General Summerall 
served as field commander of the Amer- 
ican Expeditionary Forces during the 
first World War and earned the Dis- 
tinguished Service Cross for gallantry 
in action during the Battle of Soissons. 

€ was appointed chief of staff, U. S. 
Army, in 1926, and since his retirement 
in 1931 has been president of The Cita- 
del, the Military College of South Caro- 
lina, at Charleston. 

Mr. Murphy served overseas during 
the first World War as a machine gun 
captain with the 28th and 34th Divisions. 

€ was active in the organization of the 
‘American Legion and was elected na- 
tional commander in 1935. At present, 
he is a member of the Legion’s national 
executive committee. 


DONALD H. BURR PROMOTED 


Aetna C. & S. Makes Him Assistant 
Secretary; Made Record as Student 
and Athlete at Oberlin 
Donald H. Burr, a member of the spe- 
cial risk department of the Aetna Casu- 
alty & Surety Co., was promoted to as- 
sistant secretary of the company at a 
meeting of the board of directors, Sep- 

tember 21. 

A native of Oberlin, Ohio, Mr. Burr 
spent a large part of his childhood in In- 
dia, where his father was principal of a 
mission school. Returning to this coun- 





try, he attended high school in Pleasant- 
ville, N. Y., before entering Oberlin Col- 
lege, where he made an outstanding rec- 
ord in both scholarship and athletics. 

Upon his graduation in 1927, he 
coached at Oberlin. He joined the 
Aetna’s Cleveland general agency in 1929 
and remained there until 1938, when he 
was transferred to the home office spe- 
cial risk department. 

Mr. Burr is vice president of the Ober- 
lin Alumni Association, a member of the 
board of governors of the Farmington 
Country Club and a member of the West 
Hartford YMCA committee. 


Hartford A. & I. Transfers 
Hartel to New Orleans 


The Hartford Accident & Indemnity 
Co. announces the appointment of V. 
F. Hartel as district engineer of the 
company’s New Orleans office. Mr. 
Hartel is a native of New Orleans and 
a graduate of Tulane University. 

Prior to his present assignment, Mr. 
Hartel served for over 25 years as dis- 
trict engineer for the Hartford in the 
Houston district and was responsib'e 
for much of the ground work in estab- 
lishing this district and its territories. 
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Three Women Successfully Operate 


James W. Garrett, Inc., of New York 





officers by 


New York, 


recent election of 
Garrett, Inc., of 
one of the leading A. & H. agencies of 
National Casualty Co., met with con- 
siderable satisfaction in metropolitan 
New York insurance circles. This is 
because it gave recognition to the out- 
meng job done by three women who 
have grown up with the Garrett agency. 
They ‘are Madeleine McCrory, who was 
elected president as successor to the late 
James R. Garrett; Mildred Philpitt, 
elected vice president and treasurer, and 
Helen M. Janis, elected secretary of the 
corporation. 

Since 1947 when Mr. Garrett 
ill (he never did return to the 
these three women have conducted 
affairs of the agency so efficiently that 
it has consistently maintained its high 
production standing with National Cas- 
ualty Co. year after year. Premium vol- 
ume this year to date shows a substan- 
tial increase over that of 1950. With this 
steady growth in business it became 
necessary for the Garrett agency last 
July to move to larger offices in the 
45 John Street building where it has 
been located for many years. 

Miss McCrory’s 30th Anniversary 

This year marks the 30th anniversary 


The 


James R. 


became 
office ) 
the 


Matar 
Left to right—Helen M. Janis, Mildred Philpitt and Madeleine McCrory 


when she was hired by Mr. 
1921 as a stenographer. He 
was then eastern manager of National 
Casualty Co., and in building up a fol- 
lowing among New York insurance bro- 
kers he had the able assistance of Miss 
McCrory. When the company entered 
the hospitalization field about 1937 pro- 
duction took a big spurt. In addition to 
her secretarial duties Miss McCrory was 
given underwriting responsibility and, to 


perience 
Garrett in 


Mr. Garrett’s gratification, she measured 
up to it. ; 
Today she has full charge of under- 


writing. The agency issues its own poli- 
cies and pays its own claims. Miss Mc- 
Crory finds time to serve as vice presi- 
dent of the Accident & Health Women’s 
Club of New York in charge of educa- 
tion, and is a charter member of the 
club. She has been an officer of the 
agency since its incorporation in De- 
cember, 1939, when she was elected 
secretary. 
Miss Philpitt Started in 1925 

The financial side of James W. Gar- 
rett, Inc., is handled by Mildred Phil- 
pitt who started as a clerk in 1925. Like 
Madeleine McCrory she acquired an all- 
round knowledge of A. & H. insurance 
under Mr. Garrett’s tutelage. Prior to 








in the agency for Madeleine McCrory, 1940 Miss Philpitt assisted him in his 
who had had no previous business ex- insurance brokerage business. After he 
It’s Easiest 
...to Sell the BEST 
PERFECTED PROTECTION 
ACCIDENT HEALTH 
Lifetime Indemnity for Total Two Years—No House Confinement 
Disability Required 


SURGICAL 
Complete Schedule From $5 to $300 


HOSPITALIZATION 
Choice of Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY 


DETROIT 26, MICHIGAN 


MEDICAL 
At Home—Doctor’s Office—Hospital 


COMPANY 

















Established 1923 

” 

Confer 
e 

with us 
FIRE 
LIFE 
CASUALTY 
BONDS 


AUTO 
INLAND 
MARINB 





A. W. MARSHALL & CO. }irins 


One of New Jersey’s Leading General Agencies 
31 CLINTON STREET, NEWARK, N. J. 








Tel.: Mitchell 2-0963-4.5 
New Jersey 


Risks 


Office 
» N.Y.C, 
2-7667 


Tel. REctor 





TAKES NEW MEMPHIS OFFICES 





Interstate L. & A. Leases Entire Floor 
of New Structure; Thomas and Poin- 
dexter Head Two Divisions 

The Interstate Life & Accident Insur- 
ance Co., with home offices in Chatta- 
nooga, has taken a 15- year lease on 7,000 


square feet of space in the new, ultra- 
modern commercial and professional 
office building at the southwest corner 


of Madison and Watkins, Memphis, 
Tenn. 


The insurance company has leased the 


entire second floor of the two- story 
fireproof structure. 
Floor space will be divided equally 


for the company’s two divisions headed 
by J. C. Thomas and P. G. Poindexter. 


belie: Casualty | Meeting 


(Continued from Page 36) 


became chairman of the executive com- 
mittee. 

The new executive board held its first 
meeting on Friday afternoon, following 
the “Farewell Luncheon,” which was at- 
tended by the general agents, their Wives 
and members of the home oflice organi- 
zation. 

Plans for the new association year 
include a series of regional meetings of 
general agents and their sub- producers, 
the meetings to cover the company’s en- 
tire territory by the time of the 1952 


annual meeting. 





sold this business she devoted her entire 
time to being treasurer and cashier of 
the agency. She supervises a staff of 
eight. people, and while her job is an 
exacting one she loves it. 
Miss Janis Heads Claim Department 
Helen Janis, who has been with the 
agency since 1937, made the grade from 
policy writer to claim department man- 
ager in comparatively short time. Like 
her associates, she demonstrated to Mr. 
Garrett that she could take responsibil- 
ity. He gave them all plenty of it. 
Elected to the board of directors in the 
early 40's, Miss Janis has expanded her 
department to a staff of eight, all of 
whom take pride in keeping the Garrett 
brokerage clientele in a satisfied mood. 
Along with President McCrory Misses 


Philpitt and Janis are also. charter 
members of the Accident & Health 
Women’s Club of New York. 
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WILL COLLECT HEALTH DATA 





Bureau of A. & H. Underwriters to Re- 
vise and Collect Loss Experience; 
Williams Heads Committee 

The Bureau of Accident & Health Un- 
derwriters has completed its plans to 
revise and recommence the collection of 
health insurance loss experience statis- 
tics as of January 1, 1952. 

The revised p!an upon which the 
health insurance statistics will be col- 
lected has been developed by the statis- 
tical committee of the bureau, of which 
Harry V. Williams, Hartford Accident 
& Indemnity Co., is chairman, after al- 
most a full year’s consideration. Recent- 
ly the entire plan was approved by the 
governing committee of the bureau. 

The bureau revised its accident insur- 
ance loss experience collection in 1948. 
The pure loss experience statistics gath- 
ered by the bureau are the only figures 
of their kind on United States risks and 
on a broad exposure basis. Since a great 
many companies writing accident and 
health insurance have not developed suf- 
ficient premium volume to provide a 
broad enough exposure basis upon which 
premiums might be calculated, the bu- 
reau collection of pure loss experience 
is of basic value to its companies indi- 
vidually in premium determination. 

Participation in the statistical collec- 
tion is voluntary on the part of member 
companies, although all member com- 
panies receive the collection when it is 
compiled. The bureau first developed 
health insurance loss statistics shortly 
after the turn of the century. At that 
time it also developed the first occupa- 
tional classifications manual for accident 
insurance on an industry-wide basis in 
the United States. In 1921, it again 
commenced collecting health insurance 
statistics and in 1931 inaugurated a col- 
lection of accident insurance experience. 
These collections were interrupted dur- 
ing the war years, due principally to 
shortage of personnel in the actuarial 
and statistical departments of the com- 
panies. With the cessation of the war, 
the plan for collecting experience on 
accident insurance was revised and re- 
activated as of January 1, 1948. The plan 
for collecting loss experience on health 
insurance was then thoroughly studied 
and revised to incorporate weekly in- 
demnity losses and benefits paid for hos- 
pital, nurse, surgical, medical, and mis- 
cellaneous costs. 
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er : é Insurance Company takes its name 
tray of your car. This is the time of the year when the danger of starting a forest from the famous volcano, which 
fire is greatest. So be doubly careful! “though surrounded by flame and 


smoke is itself never consumed.” 
From that day to this—through 


wars, conflagrations and depres- 
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The artist’s fame shall last.”’ 
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On the campus of Swarthmore College 
stands the house where Benjamin West was 
born in 1738. Now owned by the college, 
it commemorates the first American artist 
to achieve international renown. 
Despite the rigors of the Pennsylvania 
frontier where West spent his boyhood, his 
talent found expression. When only six 
years old he made a remarkably lifelike 
picture of his sister's baby asleep in her 
cradle. From friendly Indians who saw his 
efforts he learned how to prepare red and yellow pig: 
ments and he made a paint brush by clipping hair from 
the family cat and binding it to a quill. Before he was out 
of his teens he was earning money as a portrait painter. 
At the age of twenty-two West went to Italy where 
as an artist from a supposedly savage country he 
caused a sensation. Three years later he established 
himself in London and never returned to America. 
Before leaving this country 
West had paid court to Eliza- 
beth Shewell but her wealthy 
brother looked with disfavor 
on the struggling young artist. 
After West settled in London 
he wrote Elizabeth asking her 
to come over and marry him 
but the brother discovered the 
letter and locked Elizabeth in 
her room. However, three of 
West’s friends, one of whom 


West's sleeping niece served as an early model 


was Benjamin Franklin, assisted the young lady to es- 
cape by means of a rope ladder and drove her to a ship 
which weighed anchor a few minutes later. On board 
was West’s father who escorted her to the bridegroom. 
West, one of the founders of the Royal Academy, 
became president after Joshua Reynolds’ death; he 
was appointed historical painter to King George III 
and was offered knighthood but declined the honor. 
In his painting “The Death of 
Wolfe” he revolutionized art 
by depicting the characters in 
costumes of the proper period 
rather than in classical garb 
as had been customary. As 
teacher and counselor of many 
of his compatriots, including 
John Copley, Gilbert Stuart, 
Charles Willson Peale and John 
Trumbull, he exerted great in- 
fluence on American art. 
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